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YALE’S lew HEAVY 
DUTY TUBULAR LOCK 


lle it Profitatle lo Push — 
Becawe Gls E€astesl lo Gritall 


From picking up the package to sweeping up the wood shavings, 
this new heavy-duty tubular lock saves builders so much work 





and labor costs that they will /eap to buy it from you. 


All parts are packaged in proper position relative to 
assembly. 

It’s reversible on the job. 

Just two small holes to bore, one recess to cut—full 
mortising eliminated. 

Door thickness adjustment made by screwing outside 
rose. 

Bolt unit and outside knob unit interlocked by turning 
knob. 

Inside knob snaps into place. 

Six Models: office and front doors, classroom, entrance, 
corridor, connecting, communication. 

Order from your distributor now. The Yale & Towne 
Manufacturing Company, Stamford, Conn., U. S. A. 





| 
| 
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Architects and Home-Owners Approve Its 
neat key-in-knob design—functional 
beauty—no exposed screws—choice 
of finish—dull polished brass, bronze, 
or chromium plate — sturdy Yale 
strength. 

Entire locking mechanism designed 
into two cylindrical housings. Note 
packaging—parts are all ready for 
assembly. 
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FOR HOMES 


The Standard Duty 
Tubular Lock 


by YALE offers protection 
and convenience at low cost. 
A universal lock, it is pack- 
aged for simple step-by-step 
installation. 

Six Models: Front door pin- 
tumbler, front door disc- 
tumbler, inside door latch, 
bedroom lock, bathroom lock, 
side door lock. 
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1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 
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NEW, FREE BOOK! 








Here’s a book you'll want. It’s full of ideas 


that pay off across the counter . . . shows 
you how to use even a small space to ine 
window glass sales. 

The alert dealer who shows the most 


sell the most. After talking with hardwa 
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will 


re 


men all over the country, L-O-F put their 


suggestions and ideas in book form as a service 


to you. This informative guide is yours for 


the asking. 


Libbey -Owens-Ford has always striven to 


your customers know L-O-F glass and 
confidence in its. quality. 


These benefits . . . plus the ideas 


ing, Toledo 3, Ohio. 





LipBEY: OWENS: FORD 


Dousce STRENGTH 
Quality 














eo 


LIBBEY* OWENS ° FORD 
a Gaede, /Vanew GLASS 








November 6, 1948, AMERICAN LUMBE 


give you the best deal in glass. For example, 
L-O-F processes window glass so that it breaks 
straight and clean when you cut it . . . eliminating 7 
costly waste. (Longer annealing helps do : 
away with the internal strain which makes 
glass brittle and hard to handle.) Then, too, 


have 


described in this free book, can mean greater 

glass profits for you. To get your copy, 
simply see your local L-O-F distributor or 
write to Libbey-Owens:Ford Glass 

Company, 62118 Nicholas Build- 
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NEWS “TRENDS 


| HASHES & ke RR KR KR 


THE WALL STREET Journal states that survey in 11 cities shows 
that new apartments renting for $100 to $125 a month and up “are 
begging for tenants in many communities,”’ although the situation 
is described as spotty. For example, the survey showed that, 
three months ago, 5!/2 per cent of all newly constructed apart- 
ments in Los Angeles were vacant, and that 15 to 20 per cent va- 
cancies were reported in new, high-rent apartments in Oakland, 


Cal. 


THE BUREAU OF LABOR Siatistics preliminary estimate of per- 
manent nonfarm dwelling units started in September was 81,000. 
The number of May starts was revised upward from 97,000 to 
99,400. The estimate of starts for the first nine months of the year 
now is 729,500 in comparison with 616,500 for the first nine months 
of last year. But this year’s peak was in May; there was a sharp 
drop, from July to August, and a further small drop to September, 


whereas last year there was an increase each month through 
October. 


THE AMERICAN LEGION’S convention voted for a one-year ex- 
tension of rent control and urged state commanders to give pre- 
ferred attention to revision of local building codes, according to 
the New York Times. The convention also voted to notify the 
building industry of the Legion's interest in providing public hous- 
ing for low-income veterans who can not otherwise obtain decent 
housing. 





Four leaders in the retail lumber field made a trip through the large mill 
of The Long-Bell Lumber Company at Longview, Washington recently. Shown 
inspecting a packaged window frame are, left to right: H. W. Blackstock, 
Seattle, Wash., president of the Western Retail Lumber Dealers Association; 
C. B. Sweet, Longview, vice president of the National Retail Lumber Dealers 
Association; Hammond Geis, Baltimore, Md., budget committee chairman, 
and H. R. Northup, Washington, D.C., executive vice-president, NRLDA. 
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SOUTHERN PINE PLANS 


Farm buildings stressed in new 
book by southern lumber group 


A new and complete dairy book 
has been issued by the Southern 
Pine Association, according to a 
recent announcement by H. C. 
Berckes, SPA _ secretary-mandger. 
“Our new dairy book is an attrac- 
tive and easy to understand presen- 
tation of plans for dairy farm 
buildings and other information 
valuable to the dairy farmer,” Mr. 
Berckes said. He stated that 
“changing trends in farm economy 
emphasize the need for efficiency in 
design to reduce day-to-day oper- 
ating costs and elminiate as much 
as possible dependence upon hired 
labor.” The book contains 14 large 
drawings of plans for dairy barns 
and related structures, such as milk 
houses, loafing, shelter and feeding 
barns, of various sizes. The draw- 
ings are complete with lists of re- 
quired materials and details of con- 
struction. In addition to the plans, 
the dairy book contains tips on 
good construction practices to as- 
sure economy, safety and perma- 
nence, and miscellaneous informa- 
tion pertinent to dairy farm opera- 
tion. The new publication sells for 
25c. Write Southern Pine Associa- 
tion, Dept. AL&BPM, Canal Bldg., 
New Orleans, 4, La. 


RECORD REPAIRS 


Home modernization to reach 
a new all-time peak in 1948 


THE record activity in home 
modernization and repairs which 
has recently been reported by the 
Government for 1947 is going to be 
topped this year, figures from the 
savings associations which finance 
a goodly slice of this work suggest. 

The United States Savings and 
Loan League, nationwide trade or- 
ganization for 3,700 of these as- 
sociations, says that the loans to 
home owners from this source for 
major repair and modernization 
work on their dwelling, have been 
19.4 percent ahead of last year, dur- 
ing the first seven months of 1948. 


STATE OF REPAIR 
In 1947 almost half of the home 
owners of the country made im- 
provements or at least repairs on 
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No Closed Season! 


Like a good bird dog who never knows when 
the hunting season is over, National-American 
sales teams never stop beating the brush for You. 

Like blue-ribbon winners of the field, they’re 
trained to flush out the stock you need or to 
point to an order .. . all of the time. 


Hunt with trained bird dogs! Get the results 
you want by using the wholesaler’s knowledge 
and experience in knowing where to look for game. 

Spare yourself hunting problems . .. Use 
Wholesalers. 


National- American WHOLESALE Lumber Association 
ESTABLISHED 1893 


HEADQUARTERS 
11 E. 42ND STREET 
NEW YORK 17, N.Y. 


WESTERN OFFICE 
YEON BUILDING 
PORTLAND 4, OREGON 
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their homes. Ralph M. Smith, West 
Somerville, Mass., president of the 
League, adds that many who settled 
for minor repairs last year are 
making definite improvements this 
year, and that by and large the 
physical condition of American 
homes at the close of 1948 is go- 
ing to be better than at any time 
during the memory of those now 
living. 


SUBURBAN HOUSING 


Trend away from city continues 
after interruption during war 


NEARLY half of the record- 
breaking number of homes started 
so far in 1948 are being built out- 
side the nation’s cities, Melvin H. 
Baker, chairman of the Construc- 
tion Industry Information Com- 
mittee, reveals in a report. 

“In addition, the number of 
single-family homes started this 
year is exceeding the all-time rec- 
ord rate established in 1947,” Mr. 
Baker said. ‘In the first nine 
months of 1948 more multi-family 
rental units have been started than 
were placed under construction dur- 
ing the entire year of 1947. 

“Study of recent data compiled 
by the Bureau of Labor Statistics 
shows that the trend to suburban 
building, which was interrupted by 
the war, has definitely been re- 
sumed. Last year nearly 44 per 
cent of all new privately financed 
nonfarm dwelling units were built 
outside urban areas, as compared 
with 40 per cent the previous year 
and with 33 per cent in the war- 
time year of 1944. 

“This shows a resumption of the 
long-term trend which has been in 
evidence since the middle 1920's, 
when only one-fifth of the nonfarm 
units were built outside incorpor- 
ated places. 

“During the war, it was neces- 
sary to concentrate housing as 
much as possible on lots already 
provided with essential utilities, 
which accounted for the break in 
the trend. Since the war, however, 
the increase in number of houses 
started in outlying areas has been 
nearly twice as great as the in- 
crease in number of houses started 
in town. There is no doubt but 
that 1948 will show a still greater 
proportion for suburban areas. 

“Studies recently issued by the 
BLS show that three of every four 











CELO 
INTE 


Dp 


DU. 





West 
of the 
settled 
r are 
S this 
re the 
erican 
is go- 
r time 
e now 


ntinues 
g war 


ecord- 
tarted 
It out- 
vin H. 
istruc- 

Com- 


er of 
d this 


ie rec- | 


>” Mr. 
nine 


family | 


d than 
yn dur- 


mpiled | 


tistics 
yurban 
ted by 
en re- 
14 per 
nanced 
e built 
npared 
Ss year 
e wal- 


of the L. 


een in 
1920's, 
ynfarm 
-orpor- 


neces- 
ng as 


ilready & 


ilities, 
eak in 
ywever, 
houses 


ss been | 


he in- 
started 
bt but 
rreater 
aS. 


MAN & 


by the § 
-y four § 


| 1WO GREAT MARKETS... 















\Val 





& © a *o Pee 


O ROCK WOOL BATTS 
eo Hamd Pouring HOME INSULATION 


Sell more insulation this year with CELOTEX— 
the name that’s accepted as a standard for insulation. 





Backed by national advertising in 10 leading 
magazines...and a complete merchandising program to 
B help you get your share of this profitable business. 

; See your Celotex salesman, or write to 


THE CELOTEX CORPORATION, CHICAGO 3, ILLINOIS 


CELOTEX TRIPLE SEALED ASPHALT SHINGLES AND ROLL ROOFING... BUILDING BOARD...INSULATING SHEATHING AND LATH...CELO-SIDING... 
NTERIOR FINISH PRODUCTS...CELO-ROK ANCHOR LATH AND PLASTER... CELO-ROK WALLBOARD...CEMESTO...FLEXCELL. .. CELO-BLOCK 
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Wire Screening 


When you specify Cortland 
screen wire cloth and other 
wire products — you are sure 
of materials that stand up in 
service. Cortland Brand is a 
buy-word for dependability . . 
bringing you the combination 
of best-grade steel or bronze 
wire made in Wickwire’s own 
mills and three-quarters of a 
century experience 
manufacturing. 

Your customers will appreci- 
ate your selecting merchandise 
that lasts. Build with Cortland 
Brand wire screening for last- 


ing performance. 


Z) 
WICKWIRE BROTHERS, INC. 
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new units built in the Washington, 
D. C., Atlanta, and San Francisco 
areas in the last two years were 
erected in suburban districts, while 
three out of five of those in Los 
Angeles and Philadelphia, were 
built outside the central cities.” 


HOUSING COSTS 


Materials to do dual job can 
cut costs on future small houses 


RESEARCH can contribute im- 
portantly to lower housing costs by 
developing building products which 
can be used in larger unit sizes, 
thus reducing labor expense, and by 
perfecting new single materials 
which will do the work of two or 
more existing products, believes 
James M. Ashley, president of the 
Producers’ Council. 

“Possibilities of using less costly 
raw materials also should be ex- 
hausted, although in housing the 
construction industry already is 
using extremely low cost raw ma- 
terials, in comparison with those 
used in other industries,” Mr. Ash- 
ley said. 


“Thus, if research is to reduce 





the cost of finished housing, jt 
must do so primarily by reducing 
the amount of material needed oy 
by reducing the amount of time re. 
quired to convert the raw materials 
into completed homes. 

“More efficient use of materials 
in combination and the designing 
of homes which can be constructed 
with a minimum of man hours are 
other ways by which residential 
construction costs can be lowered, 


“The Industry Engineered Hous- © 
ing developed jointly by the Pro- § 


ducers’ Council and the National 
Retail Lumber Dealers Association 


is an important contribution in the © 
latter field, as is the study of time- P.. 
savings in constructing engineered 7 
housing recently completed at the 7 


University of Illinois. 

“The number of individual pieces 
which must be handled and erected 
in a house also can be decreased by 


assembling the materials into pre- 7 
fabricated sections in a factory or 7 


shop before they are shipped to 
the site, and it seems likely that a 
considerable amount of research ac- 


tivity will be directed both toward } 
the development of materials spe- ¥ 
cially suited for prefabrication and | 


toward improved design and man- 
ufacture of the prefabricated units 
themselves. 


“In the field of housing, research © 





Lumber stocks show steady increase; but reflect heavy building 
demands and cautious buying in past few months. 


COMPUTED TOTAL RETAIL LUMBER STOCKS END OF MONTH—MILLION FEET 


Dec. Dec. Aug. Sep. Oct. Nov. Dec. Jan. © 
Region 1940 1946 1947 1947 1947 1947 1947 1948 
New England ... 264 214 240 248 239 268 272 306 
Middle Atlantic 1,120 478 533 521 529 568 646 =: 726 
East No. Central. . 1,461 755 920 875 840 874 976 38997 
West No. Central 993 413 798 758 745 77\ 865 946 
South Atlantic . 408 157 197 197 178 186 193-205 & 
East So. Central. 219 72 77 78 85 79 75 80 © 
West So. Central. 564 324—Cs«431 392 410 437, 463s | 
Mountain .. 224 84 150 139 151 154 156169 
Pacific 842 488 525 57| 565 573 608 = 643 
6,095 2,985 3,871 3,779 3,742 3,910 4,254 4,586 
% Change from year ago..—31.3 +38.3 +99.0 +68.7 +633 +466 +42.5 +442 
% Change from Dec. 31, 
1940 . —51.0 —365 —38.0 —38.6 —35.8 —30.2 —7248 
Feb. Mar. Apr. May June July Aug. * 
Region 1948 1948 1948 1948 1948 1948* 1948 § 
New England ... 334 332 298 278 259 254 265 
Middle Atlantic . 75\ 752 796 774 +1746 722 ~«7i9 
East No. Central. 1,088 1,091 1,072 1,063 1,014 1,027 1,04 § 
West No. Central. A,LI9 1,233 «1,219 «1,182 1,086 »=:1,095 1,146 & 
South Atlantic .. 201 203 4214 «#209 201 207. —s 2! 
East So. Central. . 83 83 92 86 82 87 80 
West So. Central 494 458 43 457 482 408 406 
Mountain 7 18! 193 177 173 178 1g3 «(192 
Pacific ......... 651 697 669 664 677. 697 72 
4,902 5,042 4,968 4,886 4,725 4,680 4,787 
% Change from year ago.........+30.6 421.2 +13.8 +13.4 +145 +18.2 +237 
%, Change from Dec. 31, 1940......—19.6 —17.3 —I85 —I9.8 —22.5 —23.2 —72I5 


*Revised. 


NATIONAL RETAIL LUMBER DEALERS ASSOCIATION 
Washington, D. C. 
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> . . . . . 
| @ The television screen visualizes for you the uses for | MEDCO Kiln Dried White Fir is 
. i graded under West Coast Bu- 
. 80 MEDCO Kiln Dried White Fir — studs, rafters, joist, 


pitch and resin. It is soft and 
straight-grained. 
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also should be directed toward low- 
ering the cost of repair and main- 
tenance as a further means of re- 
ducing the cost of home ownership, 
and toward improvements which 
will provide increased comfort and 
convenience for home owners.” 


PLANNED RESEARCH 


Clay Products Institute to 
study cost cutting problems 


A million dollar long-range re- 
search program for the brick and 
tile industry was proposed at the 
recent annual Convention of Struc- 
tural Clay Products Institute, meet- 
ing at French Lick Springs, 
Indiana. 

The proposal was made by Ray- 
mond Stevens, Vice President of 
Arthur D. Little, Inc., industrial 
research analysts, who have just 
completed a six-month survey of re- 
search needs in the Clay Products 
Industry. 

Mr. Stevens declared, “The in- 
dustry needs to become a leader in 
construction methods and products 
making the most effective uses of 
clay for different purposes. It 
should not merely try to hold its 
own in established markets.” 

The report recommended inten- 
sive research aimed at reducing 
the cost and improving the quali- 
ties of structures using clay prod- 
ucts. It recommended a minimum 
yearly research budget of $250,000 
for the next five years. 

The Research Committee of the 
Institute endorsed the Little report 
following its presentation and an- 
nounced plans to arrange financing 
of the million dollar research bud- 
get. More than 300 brick and tile 
manufacturers, engineers and 
building materials dealers are at- 
tending the three-day Industry 
Convention at French Lick. 


PLYWOOD GRADING 


Southern panel producers use 
strict standards in hardwood 


THE grade marking of hard- 
wood plywood on an industry wide 
basis has now been accomplished 
by the Southern plywood industry. 
This pronouncement came at the 
close of the First Session of the 
S.P.M.A. Graders’ School held in 
Brunswick, Georgia, in September. 
Twenty-seven mill managers, su- 
perintendents and foremen were 
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ALABAMA 
Birmingham Sash & Door Co........ o+eeeeBirmingham 
ARIZONA 
Southwestern Sash & Door Co..... cccccccccccPhoenix 
CALIFORNIA ae 
Pacific Coast Aggregates..........+% Fresno, Oakland 
Sacramento, San Francisco 
San Jose, Stockton 
Bee Glamend Carte cccccccccvcccscecese Los Angeles 
Zelerbach Paper Ce. cccccccccsescccccecs los Angeles 
Redding, Sacramento 
Gunn Carle & Co.......... eceveeneces . San Francisco 
COLORADO 
Lumber Dealers Inc.........++ coccccccccecec DOWVEF 
CONNECTICUT 
New Haven Reserve Supply........ eocccce New Haven 
ND CE DUE, ctcseneecees wes ee 


Goldberg Building Supply Corp... 
DISTRICT OF COLUMBIA 


- Unionville 


Kern Distributing Co. Inc.........+ eeeeee Washington 
FLORIDA 
Atlanta Oak Flooring Co........ evccccces Jacksonville 
Huttig Sash & Door Co.......eseeee +eee.Jacksonville 
Miami 
Gis CRE Mt ctcccececdes occcccececocec ctl 
GEORGIA 
Atlanta Oak Flooring Co......seesccccccccessAtlanta 
IDAHO 
Reilly Atkinson & Co., Inc....... eccccccccccccc + BOO 
ILLINOIS 
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Oy INES GG hccccctecsccvcccoees Evanston 
Insulation Dealers & Supply Co....e..eeeeeeeees Peoria 
Hardware Products Co......seeeeececececees Sterling 
INDIANA 
Indiana Wholesalers, Inc.........seeeeeeeee Evansville 
Inland Distributing Corp.......++eseeeee . + Ft. Wayne 
IOWA Indianapolis, South Bend 
Wes By as Gain ce cccccccucecess Cedar Rapids 
Lumbermen's Associated Buyers Co.......... Des Moines 
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The Russ Building Material Co.........++++++++ Wichita 
KENTUCKY 
Huttig Sash & Door Co.......eeeeeee eee Louisville 
Paducah Sash & Door Co..... see eeeceeeeees Paducah 
LOUISIANA 
Woodward-Wight & Co., Ltd.............New Orleans 
MAINE 
mee & Miller Ce... .cccccccces pewenesenseea Bangor 
The Emery-Waterhouse Co.......ceceeceeees Portland 
MARYLAND ° 
IE eh INN ONE oiicnscedececescncen Baltimore 
Delmarva Sash & Door Co.......... NMeCinevne Barclay 
MASSACHUSETTS 
Building Materials Wholesalers, Inc......... Charlestown 
Allen Slade & Company........seeeeeeeeees Fall River 
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Oe Oe SE, SE dccceecavencceeseens Worcester 
MICHIGAN 
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EY Ei 6 6.00 hscsneececeveseceas Detroit 
MINNESOTA 
IN GR ohn cn eceu ce vicscoseeaones Duluth 
The B. F. Nelson Mfg. Co... ... eee eeeeees Minneapolis 
MISSOURI 
Be Oe Oe OE CO ocssccciecisescvases Kansas City 
Hultig Sach & Door Co...ccccccccccccccccccs St. Louis 
MONTANA 
Lumber Dealers, INC... cccccccccccccccccccece Billings 
Lumber Yard Supply Co........ es eeeeeeees Great Falls 
NEBRASKA 
are +eeeeeeeeeHastings 
NEVADA 
Zellerbach Paper Co......... ccccccccccccececeNORO 
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Dees Ce Ga, Mba dccs vccsisccsess Manchester 
Woodsville 
NEW JERSEY 
ON Wie. 6 cccceeseescevenceuel Asbury Park 
Hawthorne, Newark 
Interstate Roofing & Supply Co...........eeeee Trenton 
NEW MEXICO 
Southwestern Sash & Door Co..........+.+. Albuquerque 
NEW YORK 
Igoe Brothers, Inc..... ccerccvcccccccccecese Brooklyn 
Hollis, L. |. 
Enos & Sanderson Co.......05 eeebe new nna Buffalo 
Saltpoint Supply Corp..... 000enetseks~eserd Felts Mills 
Syracuse 
Simpson Box & Lumber Co., Inc... ......2-005 Rochester 
Goldberg Wholesale Supply Corp... Tarrytown 
Goldberg Building Materials Corp............... Troy 
TTR PENN. b haceceeescereoeeeeenueenas Utica 
NORTH CAROLINA 
Cc iccsccdcsiccesconus Charlotte 
Miarta Oak Fleering. Ces. ccccccccvcccccces Charlotte 
NORTH DAKOTA 
Dokete Sach & Door Co, Me. ccccsccscsovcceces Fargo 
Lumbermens Associated Buyers Co... .....eeee0: Fargo 
OHIO 
SOU Oe NT Bcc a ki wieescisessewcs Cincinnati 
Quality Materials Co.... ‘ «.+..+.Cleveland 
ve, er re Columbus 
SL eee rrr rer Dayton 
OKLAHOMA 
Bolender Material Co.......seeeeeeees Oklahoma City 
OREGON 
POCO OY Give cccccciccscecsececsces Portland 
PENNSYLVANIA 
OE ah IN ONE. occ ccctvecceceeoes Harrisburg 
Delmarva Sash & Door Co...... see eeeecees Lancaster 
Philadelphia 
Gueity Materials Co. cccescivsccsccsceccs Pittsburgh 
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RHODE ISLAND 
We © COON, Gok cae ceccccccsesess Providence 
SOUTH DAKOTA 
The Dakota Sash & Door Co... .... eee eeeeee Aberdeen 
Wee CE CEE Gin cecscicsicceccccocces Rapid City 
TENNESSEE 
ee Knoxville 
Memphis Sash & Door Co.........005 Huemewe Memphis 
TEXAS 
Huttig Sash & Door Co. of Texas. ......eceeeees Dallas 
Southwestern Sash & Door Co........ eee eeeeee El Paso 
Sees. CG, WN OE Sec rcciccenecessccenes Houston 
Nederland, San Antonio 
Galbraith Steel & Supply Co...........eeeeee Lubbock 
UTAH 
Knudsen Builders Supply Co............- Salt Lake City 
PIE © GO acct ciscvesccesne Salt Lake City 
VERMONT 
Workman Engineering Corp...........+5 Essex Junction 
VIRGINIA 
Addington-Beaman Lumber Co., Inc..........-5 Norfolk 
ee er eres Richmond 
Hutte Sach & Door Co., Ine... .ccccccccccccces Roanoke 
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eee ee O Geevel Ce, 66 60csicseccsseecs Seattle 
Spokane Paper & Stationery Co..........206+ Spokane 
SO Big Noe 60.0000 cartseeus ecient Tacoma 
WISCONSIN 
Lumber Dealers Supply, Inc..........6. ++++~+Green Bay 
Cantal City Gevaert Cenc cc cccvccsevesoces Madison 
The Marshfield Milling Co......... binueueice Marshfield 
Frankfurth Hardware Co......seeeeeceeceees Milwaukee 
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CANADA 
Edmonton Paint & Glass Co., Ltd...... Edmonton, Alberta 
Sidney Roofing & Paint Co., Ltd........ Vancouver, 8B. C. 
Lumber Dealer's Supply Ltd........ Winnipeg, Manitoba 
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KIMBERLY-CLARK CORPORATION’ °¢ 


122 East 42nd Street, NEW YORK 17 . 
155 Sansome Street, SAN FRANCISCO 4 


NEENAH, WISCONSIN 
8 South Michigan Avenue, CHICAGO 3 


22 Marietta Street, N. W., ATLANTA 3, GA. 


November 6, 1948, AMERICAN LUMBERMAN & 





3 


Wine 


Cou: 


Br 





Fee ee ee ee 


nchester 
podsville 


ry Park 
Newark 








































od 
SE es 
Par 


1oNn 4G; 





/ 





























. Trenton 
iquerque 
Brooklyn 
Mlis, Le 
. Buffalo 
elts Mills 3 
Syracuse ; 
‘ochester 3 
arrytown je 
Troy i 
. Utica ‘| 
Rs 
Charlotte & 
charlotte = 
. -Fargo Window Hanger, in color. 494” x 20” 
. «Fargo 
ich Mee tie’ 4. ft 3t 4 
-incinnati = % 
“leveland | r 
“clumbus | > STANDARD THICK “~~ 
_. Dayton * far Walls, Attics / 
$] ond flaors 
a BOLUS: 18, 25 oon 24 MEMES WIDE | 2 
oma City pe * wom wok ce #erT Se. 
—s pouBLi THICK / 
-Portlan for Avtics : 
ROS bad 26 xe 28 INCHES Whet é 
arrisburg ” BO a nt [nee . 
Lancaster Counter Easel Display, in color.11” x 15” a eck as a 
ladelphia COMMERCIAL THICK 4 
Pittsburgh for Walls, Atties / ; 
. Scranton and floors f 
WOUS: 36, 8 co TE INCHES Wie f 
fed $@. fet F, f 
rovidence veseclleapeeatin se 
— eeesccesceseseeeeeseeeeeee COMFORTIZE 
‘apid City Sue EMG +uee <o eacee 
With KREMSUL IMSUiaTIONn 
Knoxville 
. Memphis 
.. -Dallas ie ° h e | e b e * 
“Pow ring the insulation buyers in with 
n Antonio 
. Lubbock 
Lake City 
Lake City 
x Junction 
. «Norfolk 
. Richmond 
. Roanoke 
. .Seattle When wintry winds say “INSULATE,” let these displays 
. Spokane say “G . h yy 2 
. Tacoma y “Get it here!’’? Let them bring buyers to your 
— store or yard for KIMSUL insulation. 
reen bay : ° 
". Madison You'll make many extra dollars through quick sales 
Marshfield ‘ ms 
Milwaukee with KIMSUL. For compressed KIMSUL, in its handy 
, Oshko: , A x 
package, can be easily picked up, carried home, and 
n, Alberta installed by the home-owner himself. 
syver, 0. 
Manitoba 
r, Ontario 
DEMARK KIMBERLY- — CORPORATION 
KIMSUL DIVISION NEENAH, WISCONSIN 
NSIN 
0 3 
GA. *T. M. Reg. U.S. & Can. Pat. Of. 





/UILDING Propucts MERCHANDISER 


ree Kimsul Displays 


ee 


/ 




























these 





KIMSUL sells fast to new-home planners, too, for 
over-all application. Especially when you demonstrate 
this fact: The cost of insulating sidewalls can be cut %— 
by installing KIMSUL at the time the house is built. That's 
the theme of the KIMSUL national advertising. 

Don’t let insulation business walk past your door. 
Start using your KIMSUL displays today! 


IF YOU ARE NOT YET A KIMSUL DEALER... 
and want to handle this fast moving, nationally adver- 
tised insulation, write for details to the Kimsul 
distributor in your area or directly to Kimberly- 
Clark Corporation, Neenah, Wisconsin. Complete 
sales and promotion information is also available. 
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Triple-strength 


TARP 


with the owner's 


Yame Oa Tt! 


on it! 


IT’S GOOD BUSINESS for con- 
tractors to protect machinery, equip- 
ment and materials on the job... 
good, profit-making business for you 
to sell your customers Fulton all- 
weather tarps. Colored reinforcements 
under grommets add eye-appeal to 
these sturdy tarps of brand new canvas 
...make Fulton triple-strength at 
points of strain! The unique “name- 
on-your-tarp” plan is a Fulton feature 
your customers will like... another 
extra sales appeal for you! 


ACT NOW... get the profitable 
dealership for Fulton triple-strength 
tarps. Get the lion’s share of the tarp 
business in your territory with Fulton, 
the tarp with extra sales appeal! 
There’s a size for every use... a thou- 
sand uses for every size! 


e FREE ADVERTISING HELPS 


WRITE TODAY FOR FULL INFORMATION about the Fulton 
selling plan which includes local newspaper advertising, direct mail 
advertising and store display ...and THE NEW “NAME ON YOUR 
TARP” PROMOTION! Address: Fulton Bag & Cotton Mills, P. O. 
Box 1726, Atlanta 1, Georgia. 


FULTON BAG & COTTON MILLS 


Fulton all-weather tarp is the cus- 
tomer-favorite...an outstanding 
business builder for you... for two 
BIG reasons! It’s hard to wear out 
because it’s triple-strength ... hard to 
lose because it has the owner’s name 
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PROTECTION FOR BUILD- 
ING’ OPENINGS. 





SAVE MATERIALS FROM 
WEATHER DAMAGE. 


Manufacturers Since 1870 


ST. LOUIS 


ATLANTA 


DALLAS 
MINNEAPOLIS 


KANSAS CITY, KANS. 
NEW YORK 
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NEWS aud TRENDS 


present at the School as were rep- 
resentatives from the U. S. Forest 
Service and Southern Plywood Man- 
ufacturers Association. 


In expanding their program of 
production improvement to include 
panel grade marking on an in- 
dustry wide basis the Southern 
plywood manufacturers emphasized 
their leadership in a quality con- 
trol program for the hardwood 
plywood industry. 


TESTING 


The first step in this program 
of production improvement was in- 
augurated by establishing a modern 
testing laboratory in conjunction 


with the Association office in At- 4 
Janta, Georgia. The mills’ encour- | 


aging response to this service es- 
tablishes its permanence in the in- 
dustry’s quality control program. 
The laboratory is equipped to con- 
duct glue line tests against all 


commercial and Government stand- | 


ards, but unless otherwise speci- 
fied, all sample panels are tested 
against the specifications set forth 
in U. S. Department of Commerce 
Commercial Standard CS35-47. 





1949 CONVENTIONS 


Corrected to press date—exhibits 
except when marked by asterisk (*) 


January 10-11-12—Northwestern Lumbermens 
Association, Minneapolis, Minn., Minneapolis 
Auditorium. 


January 11-12-13—Kentucky Retail Lumber 
Dealers Assn., Louisville, Ky., Brown ‘otel 
January 18-19-20—Ohio Association of Retail 
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Lumber Dealers, Cleveland, Ohio, Cleveland 
Public Auditorium. 

january 24-25-26—Northeastern Retail Lum- 
bermens Assn., New York, N. Y., Pennsyl- 
vania Hotel. 

January 26-27-28—Southwestern Lumbermens 


Association, Kansas City, Mo., Municipal 
Auditorium. 

January 27-28-29—Western Retail Lumber- 
mens Association, Seattle, Wash., Olympic 
Hotel. 


February 2-3-4—Michigan Retail Lumber Deal- 
ers Assn., Grand Rapids, Mich., Civic Audi- 
torium-Pantlind Hotel. 

February 2-3—Lumber Dealers Assn. of W. 
Pennsylvania, Pittsburgh, Pa., William Penn 
Hotel. 

February 8-9-10—Illinois Lumber & Material 
Dealers Assn., Chicago, Ill., Hotel Sherman. 
February 9-10-11—Middle Atlantic Lumber- 
mens Association, Philadelphia, Pa., Bellevue- 
Stratford Hotel. 

February 9-10-11—Mountain States Lumber 
Dealers Assn., Denver, Colo., Shirley-Savoy 
Hotel. 


February 14-15-16—Lumber Merchants Assn. 


of Northern Calif., Santa Cruz, Calif., Santa 
Cruz Hotel. 

February 15-16-17—Wisconsin Retail Lumber- 
mens Association, Milwaukee, Wis., Milwau- 
kee Auditorium. 

February 17-18—Virginia Building Material 
Association*, Richmond, Va., John Marshall 
Hotel. 


February 22-23—Lumber & Supply Dealers’ 
Council*, Augusta, Ga., Sheraton Bon Air 
Hotel. 

February 23-24-25—Nebraska Lumber Mer- 
chants Association, Omaha, Nebr., City Audi- 
torium. 

February 25-26—West Virginia Lumber & 


Builders’ Supply Dealers’ Association*, Wheel- 
ing, West Va., McClure Hotel. 





March 1-2-3—Indi Lumb & Builders’ 
Supply Assn., Indianapolis, Ind., Murat 
Temple. 


March 2-3-4—Carolina Lumber & Building 
Supply Assn., Civic Auditorium, Asheville, N. 
C., George Vanderbilt, Battery Park. 


March 10-11-12—Intermountain Lumber Deal- 


ers Association, Salt Lake City, Utah, Hotel 
Utah. 


March 14-15-16—Independent Retail Lumber 


Dealers Assn., Minneapolis, Minn., Hotel 
Radisson. 
March 16-17—Lovisiana Building Material 


Dealers Assn., New Orleans, La., Jung Hotel. 


March 16-17-18—lowa Retail Lumbermens 


Association, Coliseum & Hotel Savery, Des 
Moines, lowa. 


March 24-25—Florida Lumber & Millwork 


Association, Inc.*, St. Petersburg, Fla., Soreno 
Hotel. 


April 6-7-8-9—Ten Lumb 


2ce 





, Millwork & 
Supply Dealers Association, Knoxville, Tenn. 
(Place unannounced). 
April 7-8—Mississippi Retail Lumber Dealers 
Assn., Biloxi, Miss., Buena Vista Hotel. 
April 7-8—New Jersey Lumbermens Associa- 
ion*, Atlantic City, N. J., Traymore Hotel. 
April 10-11-12—Montana Retail Lumbermens 
Panag Missoula, Mont., Florence Hotel. 
April 21-22-23—Southern California Retail 
umber Assn., Los Angeles, Calif., Ambassa- 
or Hotel. ‘ 
= aoe umbermen's Association of 
— allas, Texas, Fair Park Agricultural 
‘ay 6-7-8—Arizona Retail Lumber & Bldg. 
upply Assn., Douglas, Ariz., Gadsden, Ariz. 
‘ote: Convention schedules for the following 
vere not available at publication time: 


rkansas Association of Lumber Dealers. 
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hromtrim 
The Ecouomy 
METAL MOULDING 





CHROMTRIM'S 
‘NEW DRIVE SCREWS 
FOR THAT PERFECT 
SMOOTH INSTALLATION 
WHICH CUSTOMERS 
DEMAND 


Fa 


for 


Every Building Use! 


Chromtrim is a quality product worthy of 
the enviable reputation which these trade- 
marked metal mouldings bear. There’s a 
Chromtrim profile for 90% of all private, 


commercial, industrial installation needs. 


This handy wall chart shows you at a glance 


the 42 most popular Chromtrim shapes. 








Dealers are selling more and more Chrom- 
trim mouldings to meet new building and 


remodelling needs. 






R. D. WERNER CO., INC. 


295 FIFTH AVENUE - NEW YORK 16, N. Y. 


IN CANADA: 
R. D. WERNER CO., Ltd., Port Dalhousie, Ont. 


15 





or 


What this Seal of Service Means to You! 


SPA subscribers pledge to you the achievements of 33 years of con- 
tinued and united effort in establishing and maintaining Southern Pine 
as the world’s supreme structural wood. To the architect, engineer, 
contractor, lumber dealer and consumer, that pledge means: 


THESE 
FREE BOOKS..: 


tell you of the organizationand 
facilities behind this pledge... 
give you a list of dependable 
suppliers of Southern Pine. 


Write for your copies today. 


Adequate, Permanent Supply 
of dependable Southern Pine 


Proper Manufacture for South- 
ern Pine’s countless uses 


Carefully Supervised Grading 


to assure quality standards 


Efficient Distribution for de- 
pendable availability 


Accurate Specifications for 
widest utilization of Southern 
Pine’s superior qualities 


Proper Use for homes, farms, 
railroads, industrials, etc. 


SPA subscribers, through sound for- 
est management, backed by fer- 
tile timber-growing lands, assure 
an adequate, permanent supply of 
Southern Pine. 


SPA subscribers, through research, 
are enhancing Southern Pine’s 
superior characteristics by im- 
proving quality through progres- 
sively better manufacture. 


SPA subscribers’ production con- 
forms to the industry’s estab- 
lished standards, which mean: 
(a) Accurate Grading; (b) Correct 
Manufacture; and (c) Proper Sea- 
soning—all important to you. 


SPA subscribers, by location and 
facilities, are able to serve theif 
respective markets with max 
mum efficiency and economy. 


SPA subscribers stress authentic 
specifications and provide tech- 
nical guidance to designers and 
specifiers to assure the right grade 
in the right place. 


SPA subscribers are working effec- 
tively with the building profes 
sions, lumber dealers and theif 
customers to promote the time 
tested advantages of Southerl 
Pine for every one of America’ 
building needs. 


SOUTHERN PINE ASSOCIATION 


CANAL BUILDING ” 


NEW ORLEANS 4, LOUISIANA 
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MAKING GOOD 
THE JOB 





Armstrong’s new Tem- 
lok® Sheathing has been 
in production only a few 
months, but it is already 
beginning to appear on 
new houses all over the 







































country. 
| % : LS ‘Carpenters tell us they 
j P ear ‘ like Temlok, particularly 
C & because of its strength. 
of cake seis EAN uss a Of course, to a carpenter, 
rn Pine : < te a that extra strength means 
.gineer, : Ry be* he can handle a big piece 
of Temlok without hav- 
ing to pamper it. Temlok’s light weight makes it possible 
:“ - for one man to handle a large piece of sheathing a little 
, assure : faster. The extra nail-holding strength makes it easier to 
upply of work from a ladder, because the first nail holds the board 
: in place. Temlok cuts easily, too. That’s because the as- 
— 7 phalt moistureproofing is dry all the way through the 
1 Pine’s ‘ board. It can’t stick to the hands or gum up a saw. 
by im : : Lumber dealers, as well as contractors and builders, 
progres : . ‘ a . 
know how important it is for the carpenter to like a mate- 
rial. All the extra things that carpenters like about Arm- 
on com * strong’s Temlok Sheathing are adding up to the kind of 
: oe popularity that will continue to make Temlok easier to 
) Correct : sell . .. in good times or bad. 
—s eo “a When you sell Temlok Sheathing and the other Arm- 
2 strong building materials, your selling job is easier be- 
— cause all of these materials are proving themselves, on the 


rve theit f a job, to carpenters, builders, and owners. Ask your Arm- 
> an strong wholesaler about them or write to Arm- 

strong Cork Company, Building Materials Divi- 
vuthentic fae i a sion, 4711 Ross Street, Lancaster, Pennsylvania. 


ide tech- 
ners and 
ght grade 


ing effec- 
ig profes 
and theif 
the time 
Southern 
America § 


iON 


JISTANA 


¢, 
ERMAN 4 


‘drummers” 


oes JUST 


salesmen! 


The days of the “hot-shot” drummer, 

the stiff-armed, fast-talking peddlers, 
are stored away with the mustache cup and 
the bustle. 

Today, the successful salesman is the man 
who KNOWS your business and will help 
you to increase your profits. Indianapolis Ply- 
wood is proud of its salesmen, of their ex- 
perience, and of their willingness to be of 
service to you regardless of the size of your 
order, They are ready to work for you just 
like a member of your own organization. 

This willingness of theirs to serve you 
combined with products of the highest quality 
made can only mean a better selling job for 
you. Back of each of the following products 
is the assurance of customer acceptance: 
DOUGLAS FIR PLYWOOD 
HARDWOOD PLYWOOD 


Johns-Manville Products such as 

Flexboard 

Transite 

Transitop 

— Shingles, Roofing 

Asbestos Roofing, Shingles 

Rock Wool Insulation 

Insulation Board 
Metal Louvers Heatilators 
Tylac Upson Board 
Chromedge Metal Mouldings 


Laux Products Roof Putty, Coatings 


Write for latest Price List and remember— 
“Our stock is as close to you as your tele- 
phone!” Call Garfield 4433 today! 


INDIANAPOLIS PLYWOOD CORP. 


1300 BEECHER ST., INDIANAPOLIS 7, IND. GARFIELD 4433 
1ST. & COLUMBIA STS. LAFAYETTE, IND. PHONE 2345 


OHIO VALLEY 
PLYWOOD CO. 


VINE AT SPRING GROVE 
CINCINNATI, OHIO 
WOODBURN 9280 
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75th “is the best issue of any publication | have 
ever read™ 


To the Editor: Accept my congratulations on your 
75th Anniversary Issue. In my opinion it is the best 
issue of any publication I have ever read concerning 
the light construction industry. 

No matter how long a person has been in the build- 
ing supply business, it is “must” reading, not only 
from the historical and development aspect, but be- 
cause it brings you up-to-date with the best current 
thinking of all phases of the industry and sets intel- 
ligent guide posts for the future. 

Please, if at all possible, send me an extra copy as 
my organization is too large for me to appropriate 
the office copy for my own personal use.—E. P. 
ERVIN, credit manager, Home Builders Service, 
Whiting-Mead Co., San Diego, Calif. 


American Lumberman "Still Occupying Great 
Position in the Industry" 


To the Editor: I received your 75th Anniversary 
issue of the AMERICAN LUMBERMAN and it is a dandy, 
and I want to congratulate you. 

You know, I have known this AMERICAN LUMBER- 
MAN for over 50 years, and I am glad to see that the 
old paper is still occupying the great position that it 
does in the lumber industry—TED T. JONES, The 
T. T. Jones Lumber Co., Minneapolis, Minn. 


“That Interesting 75th Anniversary Issue" 


To the Editor: Permit me to congratulate you 
upon that interesting 75th Anniversary Issue, which 
I have just had read to me. It was my good fortune 
to be acquainted with both Mr. W. B. Judson and 
Mr. J. E. Defebaugh in the early days, prior to the 
organization of the AMERICAN LUMBERMAN, and 
your story of that publication recalls many reminis- 
cences, 

I entered the lumber business with the M. T. Jones 
Lumber Company of Houston, Tex., in September 


1885, 63 years ago. I also particularly enjoyed the | 


story of Hoo-Hoo and of my former good friend, Mr. 
Bolling Arthur Johnson, for whom I had such great 
admiration—HARRY B. HEWES, Jeanerette, La. 


Reader Discovers Old Floorplan in 75th Issue 


To the Editor: It will take a good while to digest 
all of the good things in the 75th Anniversary Issue, 
probably another 30 days before I can read all of the 
fine things in it. I was delighted and astounded to 
look on page 89 and find that you had one of our old 
sketches. I never had seen this. It must have been 
sent in just about the turn of the century, which of 
course, was a time when I had not yet attained 4 
great interest in the building industry. You will be 
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LULUCF. 
America’s Finest 
COTTON INSULATION 


CELLULITE is up to 36% more 
efficient in resisting Heat and Cold 
than any of the ten other commer- 
cial insulating materials tested by 
the U. S. Government! You give 
home owners more because you 
have more to offer with Celluite! 
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CELLULITE is permanently flame- 
proof! Won't flame or melt under 
the concentrated fire of a blow- 
torch! And Cellulite sheds water 
like a duck; shows no mildew at- 
traction. What's more, it’s odor- 
less, vermin-proof, non-irritating! 


CELLULITE is easy as pie to install; 
light as a feather; won’t pack or 
settle! Compress it for storage, 
transporation or easy handling: 
it springs right back, soft and 
fluffy, to its original shape, form 
ond thickness! 





the sensational new Silvercote, 
up to 70% more efficient; Type E 
Envelope with asphalt-backed va- 
por barrier on one side, strong 
kraft covering on the other; and 
Type II Blanket. 


PER JOB 


DOES MORE. I 
PER ROLL 


The CELLULITE Profit Plan is 
turning prospects into customers 
for builders and dealers every- 
PROFIT PLAN | where; putting more profits per 

= job into their pockets! We'd like 
you to know more about this plan. 
Why not write us today! 


AND HERE'S HOW YOU CAN CASH IN 700! 


PON IN TODAY 









THE GILMAN BROS. CO., 1118 Main St., Gilman Connecticut 


We'd like to know more about the CELLULITE PROFIT PLAN. Please send us 
complete information. 


Name 
Street and Number 


Cit 


y ; Zone eS 
( ) Builder 


( ) Dealer 


( )Architect 
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LETTERS 





interested to know that we have some photographs of 
this original building which we are keeping for on- 
coming generations—CHARLES A. STUCK, presi- 
dent, Stuck Brothers, Jonesboro, Ark. 


Comprehensive Job 


To the Editor: We have just finished scanning 
your Anniversary Issue and want to compliment you 
on a fine comprehensive job... .L. CHARLES UN- 
DERWOOD, The Philip Carey Mfg. Co., Cincinnati, 
Ohio. 


What the Salesman Should Know 
About the Product He Sells 


To the Editor: I was very much impressed with 
your recent article on “36 things the retail salesman 
should know about the product he sells.”” Without your 
permission have copied it and sent it out to a group 
of our men, asking them to check against their own 
activities to see how well they are carrying out these 
principles. I was sure you wouldn’t mind my stealing 
your “thunder” this much if I gave you full credit. 

One of the things I always read in the AMERICAN 
LUMBERMAN is your editorial, and, of course, I always 
get a lot out of it—ELIAS W. NUTTLE, president, 
tne Nuttle Lumber and Coal Co., Denton, Md. 


The listing of “36 Things a Salesman Should 
Know About Each Product He Sells,’ was pub- 
lished in the 75th Anniversary Issue, September 
11, page 114.—The Editors. 


Educational Roundup Reprinted 


To the Editor: Giving your publication full credit, 
please advise if we may reprint your article entitled 
“Educational Round-up.’—ERNEST J. MacLEOD, 
Home Builders Association of Greater Boston. 

“Educational Roundup” began as a series of ar- 


ticles September 25, page 36. The fourth in the 
series appears in -this issue. 


Old Subscriber Is Also 
Consistent Advertiser 


To the Editor: After reading your column on page 
34 of the July 31 issue of AMERICAN LUMBERMAN, 
we checked up and find that Moore Dry Kiln Co. has 


been a continuous subscriber to your magazine since 7 


1906 when our firm was organized. 

Prior to that time, Lafayette “Dry Kiln’ Moore, 
operating as an individual, also subscribed to the 
AMERICAN LUMBERMAN for many years, but we do 
not have a record of when he began his subscription. 

When Mr. Williams became a partner with “Dry 
Kiln” Moore in 1906, he started reading the AMERI- 
CAN LUMBERMAN—which would make him a sub- 
scriber for 42 years. 

You will also find that very few firms can equal our 
record for consistent advertising in the ‘AMERICAN 
LUMBERMAN” and “Woop.”—JOHN B. TURNER JR., 
advertising manager, Moore Dry Kiln Company, Jack- 
sonville 1, Fla. 
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WASTING TON 


HOUSING FIGURES: The BLS reports the hous- 
ing units started in September at 81,000; 2,000 fewer 
than in August and 12,800 fewer than in September 
of ‘48. However, during the first nine months of 
this year there were 729,500 housing units started; 
which is 113,000 more than during the correspond- 
ing period of 1947. All these later figures are sub- 
ject to revision; but they're close enough for rough 
comparisons. 


LOW-COST HOUSING: Most economists, not con- 
nected with the industry, keep telling us that if 
construction is to maintain its high output there 
must be more houses that are livable houses but 
that don't cost so much. In places, units above the 
$12,000 line are sluggish. In other places, houses 
sell pretty well up to $15,000. If you can put out 
a desirable house for $8,000 you'll have a whale of 
a market. 


BUILDING-MATERIAL COSTS, not all but a good 
many, still creep up. Compared with prewar levels, 
lumber is supposed to be up by 340 percent or 
more. Production per wage dollar is about 38 per- 
cent. But wages, like prices, are high; so on a 
paper calculation the two figures, on percentages, 
are not seriously out of line. But hourly production 
per worker, in footage, is about 68 percent. That 
item really hurts. 


PREFABRICATED HOUSES seem to be getting a 
renewed play in the East. A community near 
Washington announces a program of some 400 pre- 
fabs for next spring; three-bedroom houses, each on 
half an acre, each to sell for less than $10,000 . . In- 
cidentally the Bureau of Labor Statistics says 16,000 
houses were started in the Washington area dur- 
ing the first nine months of the year; 17 percent 
more than for the same period last year. 

FEDERAL HOUSING reports applications for 
mortgage insurance, during September, on 41,588 
houses; the largest number of applications since 
April. That's an important piece of news; since 
there have been stories to the effect that lending 
institutions have been refusing to make these loans 


because of low interest returns. 


THE INDUSTRY-ENGINEERED HOME has made 
the glamour spot with a Hollywood bang. Photo- 
play is putting on a contest, to be announced this 
month; and the NRLDA will build an Industry Engi- 
neered home for the winner. Motion picture stars, 
technicolor and seven months of highpower pub- 
icity fanfare will be making Uncle Sam Industry- 
Engineered-Home conscious. From where this page 
sits it looks like a lulu. 
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GENERAL RETAILING along Main Street is up in 
quantity, with high volume in prospect for the holi- 
days. True enough, some lines are not so good; 
men's clothing, radio sets (other than television), 
refrigerators and the like. Prices of used cars have 
slid; and so have markets for some farm produce. 


DEPARTMENT STORE REPORTS are important to 
our industry only as a measure of present confi- 
dence among customers; and that could shift long 
before the next season opens. But it’s worth noting 
that for the moment at least the pessimism of last 
summer seems to have lifted. National employment 
is high, customers seem ready to make with the 
folding money, and inventories for the Christmas 
trade are right stout. 


COUNCIL OF ECONOMIC ADVISERS) thinks 
there'll be a further increase in the cost of living; 
one that'll carry over into next year. Because of this 
increase, the President's official economists are 
pretty sure there’s going to be a fourth round of 
wage increases. This prediction is based upon 
high corporate profits and high prices. When a 
labor leader gets a look at outsize profits and prices, 
he goes at once into a war dance. 


NEXT YEAR: Well, the magic mirror isn’t too 
clear. Department stores, going back to them, are 
planning after the holidays for some man-size sales 
to trim their inventories. They think some prices are 
due for a slide down the cellar door. Customers 
are shopping around, despite high employment and 
high wages. Installment sales are mounting; not 
too much, under present circumstances, but they 
do limit future credit grants. 


THINGS TO WATCH: See what the next Admin- 
istration does about rearmament and foreign re- 
covery expenditures. If these appropriations are at 
or above present figures, there'll be national em- 
ployment and buying power. If for good and suffi- 
cient reasons these expenditures are sharply re- 
duced, take a hard look at your inventory. You 
may have too much. Housing demand is measured 
by the customer's finances; not by his “need” for 
a house. 


GOVERNMENT MONEY CONTROL: Uncle is try- 
ing to reduce the money supply, also to tighten 
credits, by increasing bank reserves; but he’s also 
trying to keep interest on the public debt at low 
rates by holding his bonds at par. Hard to do both 
things at once. The tightening up of mortgage 
money is causing a lot of anxiety to this industry; 
especially among contractors and builders in the 
low-cost housing field. 
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3G PAINT PROMOTION 
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Women want to 
know how to 
achieve these 
rooms they see 
featured in the 
leading maga- 
zines. Until 
Kyanize Color 








Kyanize Color Recipes, 
capitalize on this need. . . 
this magazine influence! 
Color Recipes specify what 
color Kyanize paints are 
needed to achieve the paint color schemes 
seen featured in leading consumer maga- 
zines! You'll receive new packets of Kyanize 
Color Recipes each month to go with 
latest magazines issued. Color Recipes will 
always be up to date. 





The greatest paint and color influ- Recipes, they 
ence today is the CONSUMER MAGA- just guessed. 


zines . . . chock-full of decorating ” 
ideas! 
CA 


Kyanize offers Kyanize Color Recipes 
free at Kyanize Paint Dealers through a powerful 
national advertising campaign . . . helping deal- 
ers get new customers, sell more paint. Cash in on 
Kyanize Color Recipes today! Tell your custom- 
ers they can get this new, free Kyanize Paint serv- 4 4 
ice free at your store! 














































et 
Ls , 4, 3 Easy Ways for You to cash in on Kyanize Color Recipes ! y 4 Br Le, GZ 
1, Put your Kyanize Color Recipes display in a prominent place! , bi gy, 
2. Use all the additional Kyanize Color Recipes point-of-sale helps . . . 
window cards, window streamers, the Kyanize Color Recipe Scrapbook. 8 A 
3. Talk to customers about the new, free Kyanize Paint service. . . tell 


them Color Recipes are available in your store! 








BOSTON VARNISH COMPANY - EVERETT STATION, BOSTON 49, MASS. 
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PRODUCT KNOWLEDGE AT THE MANAGEMENT LEVEL 
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In a recent issue we listed the 38 things a retail 
salesman should know about the products he sells 
in order to do an effective job of creative selling to 
consumers. 


On the premise that a retail salesman’s perform- 
ance can rise no higher than the standards of his 
management, we now offer a suggested list of— 


The 22 Things a Retail Store Manager should 
know about each product he merchandises: 


1. The profit opportunity in selling it. 
2. The different consumer uses for it. 
3. The kinds (types) of consumers who buy it. 


1. How each class of consumer uses it. 


wn 


The overall consumption potential in his 
market. 


6. The potential sale to each type of consumer. 
(User.) 


The knowledge about the line that a sales 
manager must have to intelligently and aggres- 
sively merchandise, sell and service all types 
of consumers. 


8. Suggested dealer inventory and turnover to 
be expected and how to control them. 


9. How to store, handle and deliver the product. 
10. Necessary service after the sale. 


ll. The 38 things the retail salesman should 
know about the product.* 


12. What are the costs of selling, handling and 
delivery. 


13. What kind of a mark-up should be had to 
earn a good profit. 


14. How to organize a department embracing the 
product line. 


15. The what, where, when, how and how much 
of dealer advertising of the line. 
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16. How to train and supervise salesmen to sell it. 


17. Techniques for seasonal drives and ways to 
increase volume. 


18. How to organize counter, window and store 
displays. 


19. How to supervise the installation and appli- 
cation of the products assuring good, and pre- 
venting faulty, workmanship. 


20. What tools and accessories are needed to mer- 
chandise the product. 


21. The details of cooperation and support the 
manufacturer and his. wholesalers will give 
him and his sales persons in merchandising. 


22. Case histories of other dealers making an 
exceptional success with the product line. 


Obviously only the manufacturer and his whole- 
salers keep this detailed information concerning 
their individual product lines. It is their primary 
responsibility to see that their dealers are provided 
with this data fully and completely. 


Dealers are entitled to expect this from their 
suppliers. 


It is the obligation of the retailer, on the other 
hand, to acquire, assimilate, and put to constructive 
use this vital product knowledge. 


EDITOR 


*See American Lumberman & Building Products 
Merchandiser of August 28, 1948. 













































SPOTLIGHTED rooftop display at the Barr Lumber Co., Santa 

Ana, Calif., attracts the attention of thousands of people. The 

lighted Christmas tree has been a natural Barr landmark for 
28 years. 


HRISTMAS IS ONLY 41 shopping days away! 
Why not build your merchandising program in 
the weeks just ahead to make the most of this heavy 
shopping season? Now is the best time of year to 
build good will as well as sales. 

Special display windows, attractive institutional 
advertising and a genuine Christmas spirit on the 
part of the sales staff will go a long way toward 
creating the right kind of impression that will bring 
customers back time and again. 

Many dealers find that the effort and money spent 
in preparing special Christmas displays, interior 
and exterior, either. within their own organization 
or with the professional help of an artist or adver- 
tising agency, really pay off. It is one way to get 
ahead of your competitor who, unless he is an ex- 
ception to the rule, is too busy at this time of year 
to put out a special effort. 





ROMNEY’S PRIZE WINDOW 


BARR LUMBER Co., Santa Ana, Calif., and Romney’s 
in Salt Lake City are two building materials com- 
panies who have established reputations for outstand- 
ing Christmas displays. Romney’s single display win- 
dow has won special prizes for excellence in competi- 
tion conducted by the Salt Lake City Junior Chamber 
of Commerce the past two years. Their special win- 
dow, planned many weeks ahead, is executed by their 
advertising representative. Recordings of Christmas 
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carols just outside the store proved a pleasant at- 
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Help You 


Here’s how two western dealers set up prize- 
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winning Christmas displays that build scies | 


and good will. 


tention getter. The display window scene was a real- [ 


istic life-size model sleigh and horse together with 
driver and passenger. Snow fell over the entire scene. 
One woman telephoned O. D. Romney to say that it 
was nearly impossible to get her children away from 
the store’s display window. 


Full model train equipment in operation with all ie 
its accessories, will always attract attention in any 77 


window. 
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THIS attractive Christmas display of builders’ hardware was arranged by Dascomb-Daniels, 
Kansas City, Mo. Santa Claus figure, right, was used effectively with toy display. 


window. Shoppers at Romney’s were encouraged to 
file their names for a lucky drawing for this train, 
thus adding to the firm’s direct mail list. 

At their store in Santa Ana last year, Barr Lum- 
ber Co. set up an animated Santa Claus and reindeer 
exhibit. The four reindeer moved up and down in 
pairs while Santa waved an arm to the passing 
crowds. This roof top exhibit was spot-lighted at 
night. The reindeer were painted white with silver 
sparkles to reflect the light. The Merry Christmas 
sign on the roof was in red, blue, green and yellow. 
The fireplace and chimney were made from real brick 
siding decorated with large candy sticks. 


BARR GIVES AWAY TREES 


THE 100-foot high Christmas tree adjoining the 
store, a natural Barr landmark for 28 years, was 
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lighted with 250 10-watt colored bulbs. The display 
was illuminated every night from November 28 to 
January 1. 

Again this year Barr Lumber Co. is planning a 
special Christmas display. Calvin G. Breeding, of 
the store’s advertising department, is working out 
designs for special Christmas display frames and 
shadow boxes for window use. Interior displays will 
highlight these items as much as possible. 

The store’s Christmas merchandising program will 
be built around carpentry and woodworking tools this 
year. Special advertising copy and art work are 
being prepared to dramatize these items. Last year 
the store did the same thing with hardware items. 

Some years ago Barr Lumber Co. gave away baby 
redwood trees at Christmas. This year Barr will give 
away fresh Christmas trees to all its customers. 


Feature These Items at Christmas 


It's easy to turn one section of your building 
products store into a gift shop for a few weeks be- 
fore Christmas. There are dozens of gift items, 
small and large, that you can feature in your adver- 
tising and window display. Listed below are a few 
suggestions: 

Power and hand tools; tool boxes; shower stalls; 
electrical fixtures; kitchen cabinets; lawn and gar- 
den tools and supplies; work benches. 

Sporting goods: fishing rods, tackle boxes, guns, 
ammunition, basketballs, tennis rackets, etc. 

Appliances: refrigerators, radios, washing ma- 
chines, coffee percolators, waffle irons, electric 
clocks, toasters, etc. 

And toys. 

More Ideas 


For more ideas to help you formulate your 
Christmas merchandising program turn to "Your 
Profit Making Forum" on page 80. 
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Bureau of Standards tests discover over- and under- 
design in house construction; open way for quick testing 


of new methods and materials 





Engineering Principles 


HE CRITICAL needs of the building industry have 

focused attention on methods for saving material. 
In this connection, the strength of houses should be 
given careful scrutiny, not because houses need be 
stronger—for few fail—but to judge how much ma- 
terial is superfluous. In carrying out an extensive 
research program on building materials and struc- 
tures, the National Bureau of Standards has devel- 
oped and applied an engineering approach to house 
design which promises substantial aid to the building 
industry. This approach, accomplished through ap- 
plication of accepted engineering principles, facilitates 
the use of unconventional materials and unusual meth- 
ods of construction. 


Strength of houses in the past has been made ade- 
quate by patterning them after those which have 
withstood the test of service conditions. Architects 
and builders of small structures have followed closely 
the traditional methods handed down from craftsmen 
of medieval England. From these traditions, cities 
have crystallized building codes that are now enforced 
under the police power of the community. 


EXCESS MATERIAL 


EXCEPT in rare instances, houses have been strong 
enough to withstand the loads imposed in service. 
When weaknesses have become apparent, they were 
more often attributable to defeats in relatively small 
portions of the house than to a general insufficiency 
of materials. However, available service records do 
not provide accurate criteria for judging how much 
excessive material is being used in the construction 
of houses. 


3uilding material is costly as is the labor required 
to shape and fit it into place. Application of engineer- 
ing principles to the design of houses presents a com- 
plete and logical method for determining allowable 
loads for walls, floors, and roofs, and makes it prac- 
ticable to develop house constructions that have suf- 
ficient strength yet require the least amount of ma- 
terial and labor. This is the procedure that is fol- 
lowed in the construction of great bridges and other 
spectacular structures. Intensities of the service loads 
are first estimated; each material is then selected to 
serve a specific function and so distributed as to pro- 
vide structures of adequate strength at minimum 
cost. The vast fund of technical information on ma- 
terials can be utilized similarly for the benefit of 
dwelling houses when applicable engineering princi- 
ples and design practices are developed and used. 

Suggested methods for designing small houses to 
have adequate strength without waste of material are 
described and illustrated in considerable detail in a 
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FLOOR and roof construction may be required to withstand 

transverse loads caused by the weights of objects and persons, 

and in the case of roofs, snow and wind. Here the 10-million- 

pound testing machine at the National Bureau of Standards is 

being used for such a test on a floor specimen whose deflection 
under maximum load amounted to 12 inches. 


recent Building Materials and Structures Report of 
the National Bureau of Standards. Because this is a 
pioneering attempt to apply engineering principles in 
the design of houses, further studies will no doubt be 
needed before universally acceptable methods are de- 
veloped. 


TEST STRUCTURAL ELEMENTS 
SUBJECTING complete houses to known loads is 


very expensive and requires time; therefore, Bureau 
engineers followed the procedure of applying loads 


to specimens which accurately reproduced the most | 


important structural parts of a house. These parts, 
such as walls, floors, partitions and roof, have been 
designated as elements. For each element, the pre- 


scribed methods of loading in the laboratory simulated | 
Results of | 


the actual loads under service conditions. 


‘ 
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measurements on the structural elements of a house | 
are especially useful to architects and engineers, and | 


approximate closely the results which would be ob- 


tained by testing a complete, full-sized house. It is | 
possible, by this method of test, to determine the | 


structural properties of a new construction without 
waiting for a performance test over a period of years. 


Seater 


In actual service, house walls are subjected 10 


vertical compressive loads by the dead weight of the 
walls, floor, and roof above; and by live loads such as 


wind, weight of snow on the roof, and furniture 0 
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WALLS, partitions and floors of houses are often subjected 

to impact loads produced by falling objects or similar causes. 

Actual service conditions are simulated in this test of a wood 

floor specimen by releasing a bag of definite weight from a 
specified distance above the specimen. 


persons on the floor. Horizontal transverse (bending) 
loads caused by the wind act upon the outside faces 
of such walls and sometimes upon the inside faces. 


VARIOUS LOADS 


WALLS may also be required to withstand concen- 
trated loads, that is, large forces over a small area 
such as a ladder placed against either face. Impact 
loads may be applied accidentally to a wall, for exam- 
ple, by a coal truck backing against the outside or by 


} 4 person or bookcase falling against the inside face 
» of the wall. Concentrated and impact loads, to a con- 
| siderable extent, are unavoidable under service con- 
) ditions. Racking (shearing) loads are applied to a 


wall by intersecting walls against which a wind is 
blowing. This effect is simulated in the laboratory 
by forces at diagonally opposite corners of the wall. 

The same kinds of forces act on load-bearing parti- 
tions as on outside walls, but their magnitudes may 
differ. Nonload-bearing partitions are not designed 
for compressive or racking loads, which under service 
conditions, are negligible and may therefore be ig- 
nored. However, impact and concentrated loads, 


S through accident, are sometimes applied to nonload- 
© bearing partitions. 


Floors are subjected to transverse, concentrated, 
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VERTICAL compressive loads, simulating many types of forces 

acting from above, are applied in the laboratory to various 

house elements by the Bureau engineers to gather data for 

development of an engineering approach to house design. In 

this test a brick wall is being subjected to a vertical compres- 
sive load in the testing machine. 


and impact loads. Transverse loads result from the 
weight of furniture and persons; concentrated loads 
occur under the legs of heavy furniture; and impact 
loads are caused by objects falling or persons jumping 
on the floor. 


Roofs must withstand transverse and concentrated 
loads. The former type is caused by wind and the 
weight of snow or workmen; the latter by the weight 
of material and tools during construction or repair of 
the roof. 


PROVE NEW METHODS 


FUNDAMENTAL data on the wind, snow, and oc- 
cupancy loads that are likely to be imposed have there- 
fore been obtained, and convenient computational 
methods developed by the National Bureau of Stand- 
ards for estimating the manner in which these serv- 
ice loads are distributed to the different structural 
elements of houses. That is, for each element of a 
house, compressive, transverse, and racking loads 
were computed by recognized principles of engineering 
mechanics for typical one- and two-story frame 
houses in several locations representative of extreme 
wind and snow loads in the United States. Allowable 
loads (those considered safe) for 100 wall, partition, 
floor, and roof constructions were then compared with 
assumed actual loads for the two types of houses in 
three locations. The comparison shows that some had 
insufficient strength while others were much stronger 
than necessary. 


This engineering approach to strength of houses 
will, it is believed, open the way for designers to in- 
troduce unconventional materials and unusual methods 
of fabrication through laboratory tests to determine 
whether the constructions possess adequate strength. 
Such data will greatly shorten the time required to 
develop and obtain acceptance of new types of con- 
struction for houses. At the same time, a substantial 
saving of materials as well as improved protection 
against storm damage should result. 
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NEAT, attractive stores, yards and ware- 

houses have replaced the old-fashioned 

layout. Note the “U” shaped figure over 

the store entrance developed as a com- 

pany trademark. These pictures show the 

Modesto store before-and-after modern- 
ization. 





AKING OVER seven old-fash- 
ioned lumber yards, stream- 
lining their physical property and 
modernizing their business meth- 
ods, United Lumber Yards, Inc. 
with headquarters in Modesto, 
Calif. is building new business by 
utilizing the latest sales, accounting 
and display techniques. 

When the yards were purchased 
two years ago, the management 
faced four problems: 

1) Remodeling of the various 
physical plants to improve their 
appearance and efficiency. 

2) Revamping the accounting 
operation to reveal detailed statis- 
tical data with which to streamline 
purchasing and selling, tighten in- 
ventory control and provide a more 
comprehensive basis for the overall 
merchandising program. 

3) Building a hard-hitting and 
efficient sales organization. 

4) Obtaining and training com- 
petent personnel to run the organi- 
zation. 

Physical 


improvements were 
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Streamlined 





started at once. Pictures with this 
article show what was done at one 
yard. The main object was to pro- 
duce neat, attractive stores where 
the customer would find a pleasant 
place to shop. The new displays 
were conventional, yet uncrowded; 
only items requiring display were 
placed on the floor. 

In the yards, new sheds and spur 
tracks were built where required; 
fork lifts and conveyors were in- 
stalled where additional mechanical 
handling equipment was needed. All 
buildings in every yard were 
painted and put in complete re- 
pair. 

“We felt that the neater and 
more completely equipped a yard 
appears, the better the impression 
on the customer, irrespective of the 
type of customer or what he in- 
tends to buy,” declares R. E. Wyer, 
merchandising manager. 

One of the most drastic changes 
effected was in the accounting sys- 
tem. Previously each yard had kept 
its own books. The changeover 
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from the old system to a centralized 7 2 
accounting system under which © " 
merchandising is keyed directly 0 ° 
the accounting system, took nine 
months. Punched-card tabulating = © 
machines were installed. This is) 5” 
how it works. 4 
we 
RUNNING INVENTORY 
A RUNNING monthly inventory % 
of all yards is kept with stocks = 
broken down into 70 categories. 7 lis 
This information helps keep inven ™ 
tories at a practical minimum for du 





effective operation. It is also grat 
ually expected to put a large shalt 
of the buying on a mechanical” 
basis. In the near future, accord) 
ing to Mr. Wyer, inventory will b& 7 
run every two weeks and the golf™ 
is once a week. f 

Similar information is availableq 
on sales, allowing an exact analys' > 
of the sales of any item or grou) 
of items at any outlet. The analys! ey 
immediately points out any sale 
weakness for prompt  attentiol. 
This same analysis permits detailéi 
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studies of the various products car- 
ried, leading to the elimination of 
unprofitable lines and the strength- 
ening of others. 


A competent sales manager was 
secured to organize the sales de- 
partment and train sales personnel. 
The kardex system was installed 
for the control of customers, pros- 
pects and bids. Good results were 
apparent within three months. 


The sales effort was tied in with 
a small-scale, but consistent adver- 
tising campaign. A feature was 
the development of a trademark for 
the organization, a rotund car- 
penter with a body in the shape of 
the letter “U’’. A contest to name 
the little man was_ conducted 
throughout the entire area with the 
campaign ads carrying coded cou- 
pons to test the relative effective- 
ness of the various media. The re- 
sult is that the trademark is now 
associated in the minds of a large 
percentage of the customers with 
United; it is used as the dominant 
figure on the store fronts of the 
various yards, also as an on-the- 
job sign. 


Newspaper advertising is used 
consistently. The ads are relatively 
small and the copy brief with only 
a single item being featured each 
week. 


REGULAR SALES MEETINGS 


A DEFINITE program was estab- 
lished for sales personnel. Weekly 
merchandising meetings are held 
during nine months of the year at 
which spokesmen for various manu- 
facturers furnish specialized in- 
truction, separate courses running 
ip to eight weeks in length. These 
ecture meetings are interspersed 
with meetings on straight sales and 
nethods. The most promising stu- 
dents are sent twice each year to 
ne College of the Pacific for short 
urses in the management of 
uilding material stores and yards. 
Upon their return, these men are 
potted throughout the organiza- 

n to mature as sales or yard 
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Merchandising and accounting tied together by California 
management in overall modernization program 





managers. Three yard managers 
and one assistant sales manager 
have come out of these classes thus 
far. 

United’s executive personnel is 
headed by J. B. Stricker, president 
and general manager; others are 





V. D. Ward, purchasing; R. R. 


Leisy, comptroller and office man- 
ager; E. R. Stewart and J. A. Fos- 
ter, sales; R. L. George, credits and 
collections; W. E. Bright, branch 
yards superintendent; R. E. Wyer, 
merchandising and advertising. 





CIRCULAR ISLAND of four tiers gives paint and companion products a big play. 
Note Home Planning Service Department, a feature of each store. 








BUILDERS HARDWARE and this practical roofing display make it easy for the 
customer to pick the product he needs. 
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PLANNERS’ PARADISE 
Tucson, Ariz. dealer opens a 
beautiful Home Planners’ Den 
TUCSON’s sparkling new Build- 
ers Supply and Lumber Co. store 
headed by Wm. C. Beal does every- 
thing possible to make the home 
planner feel at home. 
One unique service innovation is 
the Home Planners’ Den, a library 
of 24 scrapbooks and numerous 


published magazines and books on 
purchasing, 


building, remodeling, 


customers. 


decorating and landscaping. 

The den, which was designed 
“for browsing, for dreaming and 
for planning,” is comfortably fur- 
nished. A staff member is always 
available for advice on home- 
building problems. 

The consumer counter was also 
designed for the comfort of the 
Comfortable chairs are 
provided, enabling customers to re- 
lax while their orders are being 
handled. 

















ONE form of good will adver- 
tising that will make friends and 
keep your name before the public 
are bus shelters and benches like 
this one, clearly labeled with your 
name, address and telephone num- 
ber. 


Thousands of People Daily See This Dealer's Name 


This bench, which is seen by 
thousands of people daily, is near 
the world-famous Pier in Galves- 
ton, Tex. 
Lumber Co.” is printed on both 
sides. 




















“Compliments of Gulf 





CUSTOMER'S COMFORT 


COMFORTABLE divan is fur. 
nished by Jackson Lumber & Sup- 
ply Co., Roseville, Mich., to permit 
customers to take it easy after 
shopping the numerous displays 
around the store. Note the nearby 
water fountain, also the neat rack 
of consumer literature nearby. 





PAINT MIXER 


Another service that helps 
build customers’ good wil 


A lot of building materials stores 
have paint conditioners, but a good 
many have them stored away out 
of sight and fail to use them. An 
exception is the Grier Lumber Co., 
Cheyenne, where this picture was 
taken. 

It takes only a minute or two to 


clamp a can into place; the machine ~ 
The can receives | 


does the rest. 








im 






































such a thorough shaking that the 





customer can take it home, give 


the contents a brief stirring, and 


it is ready to apply. The machine |~ 
saves the customer the tedious © 


chore of shaking and pouring from 
one can to another until the proper 
consistency is achieved. 


Moreover, the entire operation 7 
takes place in front of the col 7 
sumer counter where the buyer cal 


see for himself what is being done 
for his benefit. 
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Oklahoma City Dealer Uses 
Mobile Telephone 


BARNEY STEWART, Jr., vice 
president, Barney Stewart Lumber, 
Inc., Oklahoma City, keeps in con- 
stant touch with his widespread 
operations while motoring by using 
a mobile radio telephone unit. He 
is one of the few building mate- 
rials dealers in the country so 
equipped. 

Barney uses this equipment par- 
ticularly when driving between 
yards. It is approximately 20 miles 
from his main yard to his Midwest 
City yard; about 10 miles to his 
farm store near the stockyards and 
five miles to his downtown whole- 





sale office. He can both make and 
receive a call while en route. 
If Barney is away from his car 


when the operator attempts to 
reach him, a red light on his dash- 
board will tell him so when he re- 
turns. 


FOR THE LADIES 


EVERY building materials deal- 
er realizes the importance of cul- 
tivating feminine trade. But not 
every dealer realizes the impor- 
tance of making every lady cus- 
tomer completely at home in his 
store. 

One way to make the ladies feel 
that your store is their store is to 
provide a ladies rest room, .prefer- 
ably adjoining the main sales area 
and clearly visible. 

This picture was taken in the 
modern store operated by the Spear 
Lumber Co., Cheyenne, Wyo. 





EYE-CATCHER 


MOTORISTS 
and motorists 
are stopped by 
the eye-catching 
advertising on 
the freshly- 
painted exterior 
of the F. S. Nor- 
ton & Son store 
in Algona, Iowa. 
A dealer doesn’t 
need the latest 
in store fixtures 


GLILDING 
MATERIALS 








to make the best use of his advertising facilities. 





NAIL DISPLAY 


Consumer can see 80 samples at a glance in this exhibit 


NAILS are featured dramati- 
cally at the Nu-Way Lumber Co. in 
Salt Lake City. R. A. Middendorf, 
manager, arranged a display of 
75-80 patterns of box nails, cement 
coated nails, roofing nails, finish- 
ing nails, common nails, spikes, etc. 


Saving the time of his higher 
salaried employes for more profit- 
able jobs, the nails are packaged 
by a high school student who works 
part-time at the store. They are 
bagged in one, two and five-pound 
units and are stocked on store 
shelves, making it unnecessary to 
go into the warehouse for the ordi- 
nary customer order. 


Several customers said they 
stopped at Nu-Way to get their 
nails because they knew they could 























do it in a hurry, Mr. Middendorf 
reports. 

Ketchum Builders Supply Co., 
another Salt Lake City concern, has 
merchandised nails successfully in 
packaged units for years. The com- 
pany bags every type of nail it 
carries in one, three and five-pound 
lots. Nail bins beneath the shelves 
are available to fill larger orders. 

















| THE BIG postwar rush to 
meet the record demand for 
houses, those interested in the low 
cost field rushed off in every direc- 
tion in search of the answer. There 
was no lack of sincere desire to 
create lower cost housing. Other- 
wise there would not have been so 
many attempts in the midst of a 
market that seemingly could absorb 
an endless number of high priced 
houses. The big trouble has been 
that those in the low cost field have, 
for the most part, failed to sit 
down in a quiet back room and 
think through completely and thor- 
oughly what low cost housing must 
offer the buyer to be successful. 
Joe Entress is one man in America 
who did this. 


Entress started with the premise 
that the lower the cost, the more 
complicated become the problems 
of plan, supply, quality of product, 
and utilization of labor. A $240 
waste of labor or material in a 
$16,000 house amounts to only 01.5 
percent. In an $8,000 house, the 
same waste in dollars amounts to 
three percent. The same figures 
apply to quality products and ex- 
tras. A few labor extras, a modest 
attempt to give quality of product, 
and the installation of a few of the 
conveniences that the postwar buy- 
er has been led to believe he should 
have, soon edges the price of most 
low cost housing into the $10,000 
to $12,000 class. 


From this point, in nine cases 
out of 10, the reasoning has gone: 
the only way to end up with a low 
cost house is to prune the quality, 
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Meet Joe Entress 





prune the extras, prune here and 
there. And in nine cases out of 10 
the builder ends up with a house 
that he, to say the least, is not 
proud to sell, and which the buyer 
takes only because he must have a 
place to live. 


SEARCH FOR ANSWER 


ENTRESS, a builder of 15 years’ 
reputation in the Rochester area, 
had a desire after the war to pro- 
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duce low cost, quality housing. He 
found himself confronted with the 
same problems that baffled other 
builders over the country. If he 
built in quality, the price went up; 
if he met the price, the quality 
went down. But Entress refused to 
accept these alternatives as final. 
He set out to find another answer 
to low cost, quality housing. He 
did find one. Here is how—step by 
step. 
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“Tivsk Floox Plan = 





THIS 24 by 32 floor plan is the key to Entress’ success in building quality, low-cost 

houses. It took untold hours of hard work to adjust dimensions so that precutting, 

prefabing closets and cupboards, premarking and coordination would result in rea 
cost savings while giving big house livability. 
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The story of a man who decided to build quality, low-cost 
houses — and, believe it or not, succeeded 


‘ 








ENTRESS and foreman, left, demonstrate how rough opening arrives from lumber yard. Open- 

ings are laid on subfloor, incorporated in wall framing which is raised as complete unit. Pre- 

cutting and marking of all framing members slashes carpenter hours on site. Photo at right 

shows panorama of Entress’ present quality house project. Framing to plate is completed by 
three men in day; third day house is ready for sheathing and roof boards. 


He decided that total prefabrica- 
tion was not the answer in his case. 
But he did decide that certain oper- 
ations could best be performed be- 
fore the materials were delivered 
to the site. These operations re- 
solved themselves into the follow- 
ing: the making of rafter cuts, 
the cutting of studs to length, the 
marking of sills and plates to elim- 
inate measuring on the job, the pre- 
assembly of cupboards, closets, 
stair framing and rough openings, 
and other items that will come to 
light as we go along. 


PRODUCTION LINE 


THE need for this pre-site work 
led Entress to the next step in 
working out his plan. No building 
material store in the Rochester 
area was in a position to supply the 
service he needed. So Entress set 
up his own small store at suburban 
Coldstream, N. Y. He conceived of 
his materials store as part of the 
production line through which 
products moved on their way to 
the house site. 

This conception, to realize sav- 
‘ngs, demands some degree of mass 
production of houses; but the oper- 
‘tions are so simple that they make 
‘or Savings even in small groups of 
nouses. Entress builds in groups 
if 20 to 60. 

He operates his store as a sepa- 
ate business and sells to his build- 

ig business at retail prices. His 
‘eas on pre-cutting, pre-marking 
nd prefabricating are so success- 
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ful from the service and cost cut- 
ting angles that he is now selling 
half a dozen other contractors the 
same basic list of materials for the 
house plan that he has worked out 
so successfully. Exterior treat- 
ment and minor variations in plan 
for these other contractors do not 
alter the savings involved. 


PLAN IS KEY 

WHICH brings us to a consider- 
ation of the house plan itself, which 
is all-important in Entress’ scheme 
of producing low cost, quality 
houses. Starting with a basic floor 
plan, he spent three months at the 
drafting table shifting partitions, 
changing dimensions, fitting and 





ENTRESS’ lumber yard is designed as part of the production line in the flow of 

materials from the manufacturer to the house site. Rafters and studs are often cut 

and marked as they are unloaded from the car. They, along with prefabed cupboards, 

closets and framed units are kept constantly on hand for quick delivery to the house 
site as needed. 
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THIS is not a 
picture of a 
bathroom in a 
$15,000 house. It 
is the bathroom 
in Entress’ low- 
cost house. 
Planning in 
“capital letters,” 
made it pos- 
sible. 


balancing cost savings against liva- 
bility qualities, construction sav- 
ings against room requirements, 
and quality of product against the 
total cost of the completed house. 

And this painstaking work is the 
underlying reason why a lot of low 
income people in Rochester are 
right now buying houses that will 
give them years of satisfactory, 
trouble-free ownership. Entress 
considered the blueprints as the 
peg on which all the chances for 
savings hung. He did not see in 
them merely an attractive exterior, 
a pleasing, space saving interior, a 
sheet of paper from which to take 
off a material list. Instead, the 
blueprints become the integrating 
factor that brings quality products, 
short cuts in labor and livability of 
the complete house, into satisfac- 
tory harmony. 


Here are some examples of how 
this planning brought results. En- 
tress decided plenty of closet space 
was one requirement of satisfac- 
tory living. Closets cost money to 
build. So Entress' turned the job 
over to a production line in his re- 
tail building products store. When 
the closets are rolled off the truck 
into place, they contain the wall 
finish, the built in drawers, the 
door frames. A carpenter attaches 
the finish moldings, hangs the 
doors. In a matter of three hours 
not only the closets for two bed- 
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A QUALITY kitchen — but 
due to production line tech- 
niques and detailed site 
planning, it did not increase 
the cost of total house. 





ENTRESS’ house is 
built to high stand- 
ards of material 
and workmanship. 
It took real plan- 
ning to give lots of 
closet and storage 
space. 


rooms and a hall are finished, but 
the dividing partitions between the 
rooms are taken care of at the same 
time. 

THE stairway to the expandable 
second floor is handled in much the 
same fashion. When the assembly 
is set in place, the stairway, the 
partition on either side and the 
back, and the framing for the door 
are complete except for the finish. 
Window and door frames are given 
the same treatment. Entress deter- 
mined that wall framing can be 
nailed up and raised cheaper on the 
job, but the rough openings are put 
together at the yard and are ready 
to incorporate in the framing oper- 
ation. 


The kitchen cupboard arrange- 
ment is another prefab operation, 
done at the yard, but with the fin- 
ishing touches put on after in- 
stallation in the house. 

The handling of studs and raft- 
ers offers further proof that it 
takes painstaking planning to pile 
up a series of small savings. And 
it is the bulk of those small savings 
that keeps quality up and price 
down. Entress’ plan reduces studs 
to two standard lengths, rafters to 
one length. Exterior dimensions 
are laid out so that only 16 foot 
plates and sills are used. These are 
marked at the yard so that any 
piece is interchangeable, and every 
piece is interchangeable end for 





end. All the carpenter does is nail 
the pieces together—no measuring, y 
no chance for mistakes, no fum- 

bling for material. Different lengths 
of studs, incidentally, are marked 
by different colored daubs of paint, 
This planning works out so eff- 
ciently that total overage or under- 
age of material on each job 
amounts to only a few feet. ) 


DETAILS COUNT 

SucH planning takes plenty of 
brain work. Entress spent hours 
at the drafting board to get the 
bathtub away from the window. 7 
He figured no housewife likes to © 
stand in the tub to wash windows, 2 
and nobody at all likes to bathe | & 
under a window. Such planning for 
livability while keeping the cost 
down takes plenty of work, but it | 
pays off with quality houses at low | 
cost. 

Which brings up the question of 
price. Joe Entress is selling the 3 
houses illustrated on these pages | 
for $7,500 ready to move in. That 
price includes top workmanship and 
top quality materials throughout. ee 
In other words, a Joe Entress 
house is a pretty good answer to » 
the question: Can American free 
enterprise build quality, low cost 
housing? 





IDEA FOR DEALERS 


THERE is no reason why local 
building material merchants in any 
area where good houses are needed 
in quantity cannot do a job similar 7 
to Entress’s. Entress has found 
out that it pays other builders to 
use his plan and production meth- 
ods, and buy their materials from 
his yard. If, as in his case, com- © 
peting builders find such services [ 
valuable, certainly the alert build- 7 
ing products merchant can sell sim- 
ilar services to their cooperating 
builders. 

Entress’s experience proves that 
an accumulation of small, reason- f 
able savings can result in quality 's 
houses at low cost. What dealer is 7 
not in a position to provide precut 7 
rafters and studs, preassembled © 
rough openings and closets, ready- 
to-install cabinets, marked plates 
and sills, and the other inexpensive 
production line operations that © 
make building materials more use a 
able, cheaper. And by helping his © 
contractors realize savings from | 
these services, the dealer can add 
to the supply of quality, low cost 
housing while selling more quality 
material. c 

Joe Entress is the kind of fellow @ 
who will do his best to answer ques 
tions about what makes his meth 
ods click. 





eS 
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NEWS 
VIEWS 


By L. H. SEEMANN 


1948 marks the 100th anni- 
versary of women’s struggle 
for equal rights. Headed by 
Lucretia Mott and Elizabeth 
Stanton, the ladies organized 
at Seneca Falls in 1848. Up to 
that time 
they had 
about as 
many politi- 
cal and so- 
cial rights as 
a Missouri 
mule. They 
couldn’t vote, 
hold office, 
collect wages, 
make a will, 
practice a profession or share 
the guardianship of their chil- 
dren. They were as dissatisfied 
as a harp player with short 
arms. At first men laughed, 
but they soon quit chuckling, 
because the ladies got every- 
thing they went after. Now a 
lot of folks predict we'll even 
live to see a woman president 
in the White House. 


Society for the Preservation 
and Encouragement of Barber 
Shop Quartet Singing in Amer- 
ica will present its anual “par- 
ade” in the Vocational school 
auditorium April 10 and 11, 
This year three performances 
are scheduled to meet the popu- 
lar demand created in past 
years. There will be two night 
shows, with an afternoon per- 
formance being on April 11. 
Tickets already are on sale, be- 
ing available from members of 
the organization and at the Up- 
town cigar store. 





L. H. Seemann 


A Houston woman got rid of 
her severe case of hiccups 
when she was involved in a 
three-way auto smash-up and 
explosion. That’s doing it the 
hard way. There's only one 
way to build a house. That’s 
the right way! Only by using 


the proper materials will the | 


job be done right. The SEE- 
MANN LUMBER & COAL 
COMPANY, Gillette and Cale- 
donia Streets, carries only 
quality material, which guar- 
antees you only the best. For 
building information Phone: 
30. See you next week. 














It takes more time to write a 
philosophical column — but 
dealers who try it report 
good results 


» i HE FIRST problem in getting 

advertising read is attracting 
attention. One way to do this is to 
make it both easy and interesting 
for the reader—make him feel that 
you are writing particularly for 
him. 

Two samples of unusual dealer 
advertising are reproduced on this 
page. R. A. Middendorf, manager, 
Nu-Way Lumber Co., Salt Lake 
City, takes a single column weekly 
in the Tribune and Telegram. He 
has the same space each week, usu- 
ally under some feature and facing 
the editorial page. Since he uses 
an editorial-type of ad, he has been 
successful in getting space on the 
editorial page of the Deseret News. 

L. H. Seemann, of the Seemann 
Lumber Co., La Crosse, Wis., per- 
sonalizes his column, News Views, 
with his picture. His column con- 
tains comment on current events, 
spiced with an anecdote or joke. 
There is only a single mention of 
what he sells, and that at the end 
of the column. 

Hoge Lumber Co., New Knox- 
ville, Ohio, in its newspaper dis- 
play space, Sawdust and Shavings, 
utilizes cartoons at the head of the 
column and a photograph of the 
exterior of the store at the bottom. 
In between are a dozen items of a 
sentence or two like the following: 

“After a week of thought, we 
finally decided in our own mind 
what constitutes a super duper milk 
house and we will furnish one for 
a new dairy barn customer. Want 
to see the drawing. Come in!” 





A SHORT STORY 


A young G. I. and his bride 
of 6 months came into our 
office some weeks ago 
with their housing prob- 
lem. He had a steady job, 
but his apartment rental 
of $45 per month took 
practically 259 of their 
income and they. could 
save very little toward the 
home they wanted. They 
had a savings account of 
$300. Their solution will 
interest many folks in sim- 
ilar circumstances, 

They purchased a lot for 
$650 paying $50 down. We 
worked out plans and ma- 
terial costs for a one-room 
cottage, arranged for term 
payments, and readi-cut 
the material to simplify 
construction. 

With a little help from 
friends, working evenings 
and week ends, our young 
G. I. erected the cottage 
himself and he and his 
wife have now moved in. 
It isn’t all the home they 
would like to have; it lacks 
many of the conveniences, 
But . oe 

In less than two years their $45 
per month housing budget will 
have it completely paid for; 
they will then be in a position 
to build the real “home of their 
dreams” and to do it on a safe 
and prudent basis impossible for 
them otherwise. 

If the Pioneers of a cen- 
tury ago could speak, we 
believe they would express 
their happiness at know- 
ing that their Pioneer 
Spirit lives on—that there 
are couples today as then, 
who have the courage to 
take the resources at hand 
and make them serve. 

In 30 years of selling: lum- 
ber it has been our pleas- 
ure to furnish the mate- 
rials for many fine homes 
and for a few mansions, 
but none of them yielded 
us quite as much satisfac- 
tion as a sale like this to 
young folks like these. 
They are the Pioneers of 
this generation. 


NU- WAY 


BUILDERS SUPPLY C9 
35 West 9th Se. Sait Lake City 
9.2078 
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(eo.J.Silbernagel 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


© LUMBER 

@ MILLWORK 
® MOULDINGS 
© SIDING 

© FLOORING 


tit ae 


eo.J.Silbernagel 


GENERAL OFFICE 
8 3. Michigan Ave., Chicago 3, Ill. 


Telephone RAndolph 6-0540 
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Modern Homes deserve 
the BEST in modern 


CASEMENT HARDWARE 


COMPARE 
THESE 

8 VITAL 
POINTS 


No. 4703W 


. Arm, ¥%'' wide, of 3/, '' thick cold rolled steel, cadmium plated. 
. Shaft bearing made of bronze, threaded and pinned in housing. 
. Arm pivots on %'' shoulder of solid bronze bearing-stud. 

. Heavy brass channel guide has 3-point anchorage on window 
...cannot bend or bind. 

. ¥%'' diameter worm, machine cut of case-hardened, cold- 
rolled steel, will give long, efficient service. Full length of the 
worm is engaged at all times with the Internal Gear. 

. Internal Gear is integral with operating arm. Teeth are heavy, 
strong, and accurately machined at exact operating angle. 

- Revolving swivel (turn-knob) gives easy finger-tip control; 
cannot be removed. 

. Arm button of solid brass is locked in channel... cannot come 


out accidentally; prevents rattling. Button cannot freeze 
in channel. 


If ARM-STANOARD LENGTH 


FOR CASEMENTS UNDER 16" WIDE 
SHORTER ARMS ARE FURNISHED. 

















Getty — orcginalor of the Snlenal Gear— gives you' 


the finest in casement operators 


Internal Gear construction—strongest known in gearing. 
Housing is solid, high-tensile strength bronze. 

Sturdy, sound construction. Will not rust, stick or rattle... 
operates under severe conditions. 

Completely redesigned for low, graceful contour. 

No. 4608 W Locking Fastener locks and unlocks the casement 
without disturbing the screen. 

No. 4703 W Operator gives full opening or holds to any fixed 


degree of opening by operating under the screen and without 
disturbing it. 


Write for Catalog E 


H. S. GETTY & CO., INC. 


3348 N. 10th ST., PHILADELPHIA 40, PA. 
7\ 




















































VOLUNTARY HELPERS 


Their injuries can prove 
expensive to the dealer 


THE danger of permitting or ac- 
cepting voluntary help has again 
been demonstrated in a recent Wis- 
consin Supreme Court decision. 
(Nemeth v. Farmer’s Co-operative 
Elevator Company, 252 Wis. 290). 


In that case a truck driver was 
attempting to deliver some coal to a 
residence. Because of the grade, 
he was having difficulty backing up 
to the window through which the 
coal was to be dropped, and the 
owner’s wife undertook to help him 
block the wheels of his truck. In 





setting the block under the wheel, 
the lady was injured. 

The court held that she had a 
cause of action against the em- 
ployer for her injuries. 


from Wisconsin Lumbermen’s Associa- 


tion’s Little Newspaper. 


UNITED ACTION 


El Paso dealers pool strength— 
do fine public relations job 


THE El] Paso lumber dealers 
again are leading all other Texas 
cities in industry cooperation. 
President George Staten of the 
Lander Lumber Company writes 
that last week they sponsored “‘Na- 
tional Home Week” with a radio 





Salt Lake City Dealers Feature 
I-E House 


Model home plays prima-donna role at Utah shows— 
then goes to work to provide much needed housing 


SALT LAKE CITy and County re- 
tail lumbermen cooperated to turn- 
out a_ beautifully finished I-E 
model home for the Utah Home 
show, which ran from July 17 to 
24. An estimated 25,000 people in- 
spected the house during this pe- 
riod. 

After a redecorating job, it be- 
came one of forty houses displayed 
by the local chapter of the National 


a 
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I-E home built by cooperating Salt Lake City retail lumber dealers. 
spected it at home shows. 


Home Builders’ Association at its 
show in Salt Lake City. During 
this showing 200 people went 
through the house daily. 

The house did an outstanding job 
of public relations for the dealers 

After playing its star role, the 
home was sold for $8,900, includ- 
ing a full basement. It was set on 
a 90 by 90 corner lot which cost 
$500. 


<n 
| Pee home — 
yo RETAIL LUMBER DEALER. 





Thousands in- 





News of National Interest from Organized Dealer Groups 


program in which the lumber and 
real estate dealers together with 
F.H.A., featured “Now is the time 
to build and remodel.” You will re- 
call that last spring they put on the 
“El Paso Home Show” which was a 
huge success. 


The El Paso County Lumber- 
men’s Association now has thirty- 
one members and by interesting 
programs and a dynamic program 
of public relations, they average 
attendance of thirty dealers at each 
meeting. They also sponsor in their 
two daily papers a Builders Page 
on Saturday and Sunday and in 
each Sunday edition run a coopera- 
tive ad stressing a vital aspect of 
home building and home ownership. 


from Lumbermen’s Association of Texas 
News Bulletin. 


TELEPHONE ETIQUETTE 


Advertising will bring phone 
prospects; they require sales- 
manship to keep their interest 


IT was noon hour in the lumber 
yard. The telephone rang. 


“Yes,” said the young man who 
answered it... not gruffly, but cer- 
tainly not pleasantly. Plainly he 
wasn’t particularly interested in 
the fact that someone had taken 
the trouble to call the company. 

“T think we have .. .” was his 
indefinite answer. He was intently 
watching something that was hap- 
pening down the street. Other 
answers followed: 


“Must be okay .. . Never heard 
anybody kick about it... Don’t 
know the price offhand...I 
wouldn’t know whether it would 
work in a place like that or not... 
Never figured any myself but 
doesn’t seem like it should take 
very much...No, I don’t... 
Couldn’t say offhand... 


No...No... Yes, I’ll have some- 
one call you... What’s your name? 
. Who? ...I1 didn’t get it... 


How do you spell it? . . . What’s 


your phone number?” 


An exaggerated situation? Un- 
fortunately, not! The recorded an- 
swers of the lumber-yard-end of 4 
score or more of telephone inquiries 
reveal an almost complete lack of 
the first principles of good sales- 
manship and practically no appre 
ciation of the importance of cus- 


- tomer relationships. 


from Illinois Building News, Illinois 
Lumber and Material Dealers Association. 
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HERE IT IS! 


KEENEST SAW OF ALL! 


Huther Bros. 


FIRTHITE TIPPED SAW 
FOR WOOD 


TOP QUALITY PRODUCTION 


EXTRA LONG, TROUBLE-FREE 
OPERATION 


LOWER COSTS PER JOB! 


That's what happens when your arbors are 
equipped with HUTHER Firthite Tipped Saws. 
Used on straight line rip machines, these 
blades give you a glue joint cut. Ideal for cut- 
ting veneer panel stock, hard Masonite Presd- 
wood, teak, laminated plywoods and plastics. 




















Don’t drag along without one—they’re easy 
to manage—easy to keep in top condition. 


Saw Makers for m Send for New 
Over 60 Years Firthite Folder 








TOO MUCH 
MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 
to rapid, inexpensive and simplest possible 
operation. 








The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 
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| 25 West 45th St. — NEW YORK 19, N.Y. 








PRICE: $49.50 new vorx 


(Price subject to change without notice) 


write today 


L. R. BRADLEY & COMPANY 


























The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 


design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 
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Fact and Comment on 
Nation’s Affairs 


GROSS building for 1948 will top any 
previous years. Due to falling off of 
housing starts there is one doubt dollar 
totals will reach the mark set in the 
fourth quarter of 1942, which saw the 
peak of war plant construction. How- 
ever, even as house starts show a tend- 
ency to lag through the last months of 
1948, tremendous activity is already be- 
ing planned in the construction field 
for 1949, Many industrial and commer- 
cial projects have been put off in the 
belief prices would fall sharply. Lower 
prices are now being discounted and 
these projects will go ahead. Also low 
cost housing and low cost rental housing 
will account for a much higher per- 
centage of the total building dollar 
spent in 1949, 


FARM unit prices have dropped off 
slightly in the past few weeks but gross 
farm income is still setting new highs 
due to record production. Farmers are 
the best off financially of any group in 
the country. Both major parties are 
pledged to maintain their high level of 
living. Farmers constitute one of the 
prime markets for all types of building 
materials, and will for years to come. 
But they are naturally conservative and 
the current weakening in prices will 
make them harder to sell. Dealers can 
well use time payment selling, prefabing 
of buildings, and a knowledge of farm 
building problems to overcome sales 
resistance. 


FORMATION of new family units is 
already showing a tendency to drop, as 
foreseen by experts (and recently re- 
ported in AL&BPM.) The huge num- 
ber of new family units formed in the 
past three years has been an important 
factor in the housing shortage. A fall- 
ing off in the number of new families 
in the next few years will cause a severe 
lessening in the number of new hous- 
ing units required. Advance planners 
in the building materials industries are 
already looking to the replacement mar- 
ket as a major field for future home 
sales. To sell this market will require 
improvements that will give more qual- 
ity and quantity for the housing dollar. 
A good reason for industry-wide support 
of research organizations. 
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Building by Three Month Periods 
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~~ MONTHLY INCOME OF FARMERS 
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NEW FAMILY UNITS BY MONTHS| 
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ALUMINUM WINDOWS 


Thorn aluminum double hung win- 
dows are complete, sturdy units. 


Sash are hung in the frames; all hard- 
ware applied; weatherstripping is built 
in at the factory. 


Simply set them on the wall, apply the 
support clips, furnished with the win- 
dows, and they are ready for glazing. 


There is nothing more to it than just 
that. 


No special tools are needed — No 
skilled mechanics are required. 


In addition to the very low cost of in- 


stalling, you save at least two coats of 
field paint. 


J. S. THORN COMPANY 
Philadelphia 32, Pa. 





Gives new charm to 
walls overnight! 


When customers want lustrous 
.. colorful . . lasting beauty for 
bathroom, powder room and 
kitchen walls, show them 
Prestile. This modern quality 
tileboard can be applied in one 
day—right over present walls, 
making it ideal for remodel- 
ing as well as for new con- 
struction. Prestile is perfect, 
too, for commercial and insti- 
tutional walls and counters 
wherever eye appeal, economy, 
durability and maximum sani- 
tation are required. Write for 
literature and free sample of 
Prestile today. 


PRESTILE MANUFACTURING COMPANY 
2860 Lincoln Avenue. . Chicago 13, Illinois 
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with a damp cloth. 
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Goes on in large, labor- 
saving panels. 


Advertised in American Home, Better Homes and Gardens, House and 
Garden, Small Homes Guide and other leading magazines. 
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Educational Roundup 
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This article will be contin- 
ued in subsequent issues 
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This is the fourth in a series of exclusive articles describing 
the status of four-year training courses in light construction 
being offered in 33 universities from Coast-to-Coast 


University of Wisconsin 


By W. H. Ten Haken, 
Assistant Professor of Real Estate 


OUR FOUR-YEAR course was first 
established at the university 
during the 1944-1945 school year. 
Comparatively few students en- 
rolled in the course during the first 
few semesters. However, in the 
fall of 1946, a class of 35 fresh- 
men registered, which together 
with students who transferred 
with advanced standing from other 
colleges at the university, or from 
other schools, comprised a total en- 
rollment of approximately 75. <A 
year later a class of 30 freshmen 
chose this field of specialization, 
which together with about 135 up- 
per-classmen constituted the past 
year’s enrollment. 

This phenomenal increase in en- 
rollment, as compared with that of 
the first semester of the previous 
year as noted above, was largely 
due to a constantly increasing 
number of students who trans- 
ferred from other colleges, prin- 
cipally the College of Engineering. 
The enrollment during the past 
year might well have exceeded the 
200 mark had it not been for the 
ban on out-of-state students which 
has been in effect at Wisconsin for 
the past several years, but which 
incidentally is being lifted some- 
what this fall. 

The graduates from this curricu- 
lum, who have received the degree 
of Bachelor of Science (Light 
Building Industry), have been as 
follows: one in May, 1947; two in 
September, 1947; eight in Febru- 
ary, 1948; five in June, 1948. A 
class numbering between 20 and 
25 should receive their degrees in 
January, 1949. 

BUILDING INDUSTRY CAN HELP 

You will gather from my state- 
ment regarding the great increase 
in enrollment in this course that 
we have encountered no trouble in 
securing students. But, of course, 
there is always room for more, pro- 
vided the prospects for placing 
those who are graduated continue 
favorable. The building industry 
could help us secure additional stu- 
dents by its members sending their 
sons here to follow this curriculum, 
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W. H. TEN HAKEN, University of 


Wisconsin. 


as many are doing, and by looking 
to Wisconsin—and other schools 
which have established similar 
courses—as a regular source of new 
personnel for their organizations. 
In my talks with students as their 
faculty adviser, I am continually 
asked about the employment possi- 
bilities after graduation. 

This leads naturally to your next 
question as to whether we have had 
any trouble getting jobs for our 
students as they graduate. I can 
say that we have been quite suc- 
cessful in our placement efforts so 
far. Of the total of 16 graduates 
which we have had to date, all ex- 
cept one obtained employment with- 
in less than a month after gradua- 
tion. One of our five June, 1948 
graduates has not yet accepted a 
position to my knowledge. 

Regarding suggestions as to what 
the building industry might do to 
improve the placement situation, 
only one major one comes to my 
mind. I refer particularly to the 
actual construction phase of the 
industry. Since the construction in- 
dustry, as such, is relatively unor- 
ganized as compared with the dis- 
tributors of building materials, it 
has been difficult to get contacts 
with builders for those of our grad- 
uates who wish to get into construc- 
tion work. The specific suggestion 
which I would make in this connec- 
tion is that contractors, both large 
and small, indicate to us a month 
or two before the close of each 


semester their needs for new per. 
sonnel. 

We have received splendid coop- 
eration from the materials dis- 
tribution end of the building in- 7 
dustry in the matter of graduate 7 
placement. Mr. Montgomery has © 
been more than cooperative in the 7 


matter of giving publicity to the 7 


fact that graduates of our light 
building course are available for | 
employment. This has been done © 
by means of Our Little Newspaper © 
published by the Wisconsin Retail © 
Lumbermen’s Association or by a | 
special bulletin. The results ob § 
tained in each instance have been 
very gratifying. 


University of Minnesota 


[By Frank H. Kaufert, Chief, Di- ¥ 
vision of Forestry] 


THE Lumber Merchandising and 
Construction Curriculum offered in 
the Division of Forestry, Univer- 
sity of Minnesota, was organized 
in its present form in 1941 but, due 
to the war, there was little regis- § 
tration in this course until 1945-46. | 
The registration since that date has 
been increasing slowly but steadily 
and reached 45 in the winter of 
1948. Until we are successful in 
filling a staff position especially 
set up to handle this course of 
training, we should like to limit 
enrollment to about the above fig- 
ure. 

Up To August 1948 there have 
been 13 graduates from this cul 
riculum. Of these 13 graduates, 7. 
11 are employed in some phase of | 
the lumber and building materials | 
industry and two are taking ad- 
vanced work in this field combined 
with work in business administra 
tion. Employment opportunities for 
graduates of this course of study 


have been excellent and during the 7 


past year there were many more 
employment opportunities thal 
graduates. 

Thus far there has been sufficient 
summer employment to take caré 
of those students who wanted t 
gain experience in this field while 
going to school. However, it 3 
expected that in the future we 
will have many more students wh0 
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1500 FEET PER HOUR 


Light in weight for mobility, but sturdily built for fast, accurate 





edging operations and to stand up under hard usage. Convenient to 
operate. Works lumber up to 3” thick, 16” wide. Built by LANE, pio- 


neers in saw mill equipment, your guarantee of dependable operation. 


IMMEDIATE DELIVERY on No. 2:and No. 3 GANG EDGERS 


LANE Manufacturing Company MONTPELIER, VERMONT 
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desire summer work and we will 
need to do a lot more than we have 
in the past to locate satisfactory 
summer employment for our stu- 
dents. 

To date, the construction indus- 
try and its various branches have 
received this course of study and 
our graduates in an excellent man- 
ner. Many of the industry leaders 
have contributed their time in con- 





DR. FRANK KAUFERT, Chief of Fores- 


try Department, University of Minnesota. 


necton with student consultation 
and have lectured on many occa- 
sions. However, there is no ques- 
tion but that we need to do a 
great deal more in this field than 
we have. Also, we need better 
texts, better illustrative material 
and more field laboratory course 
work. It is felt that with these 
improvements and the _ introduc- 
tion of more summer employment, 
that the curriculum will serve its 
purpose even better than it is at 
present. 

As we gain experience with this 
program and obtain a qualified 
young man to handle it, we plan 
to enlarge the program and at- 
tempt to attract more students. 
To date we have been well satis- 
fied with enrollment and we are 
glad that we have had an oppor- 
tunity to gain experience without 
having too large a registration. 


The University of Tennessee 


By Byrl C. Logan, Co-ordinator of 
Personnel Relations 


WE HAVE not as yet had many 
students to participate in our pro- 
gram of training for the Light 
Building Industry due to the fact 
that it is so new and has only re- 
cently been placed in the university 
catalog. 

This program was set up_ here 
less than a year ago and perhaps 
has not been publicized as it should 
have been. Several of our Light 
Building Program students are al- 
ternating theoretical study and 
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practical field work under our co- 
operative system. We anticipate a 
larger enrollment in the Light 
Building curriculum next fall. 

Students in this field must take 
courses in several colleges on the 
university campus. English, mathe- 
matics, and sciences are taken in 
the Liberal Arts College; drawing, 
civil engineering, and mechanics 
are taken in the College of Engi- 
neering; marketing, accounting, real 
estate and business law are in the 
College of Business Administra- 
tion; horticulture, forestry, and en- 
gineering are in the Agricultural 
College and home planning, light- 
ing and management in the Home 
Economics College. 

We have received excellent coop- 
eration from the Building Material 
Dealers Association. 


Alabama Polytechnic Institute 


[By Turpin C. Bannister, Dean, 
School of Architecture and: the 
Arts | 


THE four-year curriculum in 
Building Construction was estab- 
lished in 1945. Enrollment has 
grown rapidly each year until last 
year we had 152 enrolled in it. Ap- 
proximately 30 students have grad- 
uated. During the coming year 
there will probably be about 40 
graduates. A large proportion of 
these students entered Auburn 
without knowing about the course, 
and therefore transferred from 
other curricula. For the past two 
years we have had to restrict ad- 
mission to Alabama residents be- 
cause of our limited space and the 
flood of returned veterans. No 
doubt this situation will ease dur- 
ing the coming year and we will be 
able to accept some of the many 
students who apply from all parts 
of the country. 

The curriculum is primarily in- 
tended to train men to enter the 
building industry as employes of 
general contractors, but graduates 
also ought to fit well into building 
material production and distribu- 
tion, and into building inspection 
work in municipal and fire insur- 
ance rating bureaus. I have coun- 
seled all graduates, however, to get 
several years of practical experi- 
ence in the field before going into 
any specialized type of work. I have 
had inquiries seeking applicants 
for jobs in lumber manufacture, 
municipal building departments, 
and nationwide producers, but thus 
far our men are not ready for that 
sort of thing. 

Our graduates are, of course, 
riding high at the present time. 
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They have had no difficulty ge‘ ting 
excellent positions with first-rate 
organizatons in Alabama and the 
south. They are receiving begin. 
ning salaries equal or better than 
the engineers. 


BUILDERS’ GUILD ESTABLISHED 


I HAVE always urged these stv- 
dents to raise the vocation to the 
professional level, but that is go- 
ing to take time. I fostered the & 
formation of their student profes- 
sional society, The Builders’ Guild, 
and it has become the most active 
student group in the school. They | 
have bi-monthly meetings and 
bring in outside contractors, ma- | 
terial men, etc., for very stimu ~ 
lating talks. We have had excel- 
lent cooperation from these men. 

The final course in the curri- 7 
culum is an undergraduate thesis 
that consists of the preparation of 
a cost estimate from architects’ | 
plans and specifications. The boys 
have to compile their own unit} 
prices and in doing this they make 
valuable contacts with contractors 
all over the state, especially in their 7 
home towns. Often these contacts © 
lead to offers of positions. The| 
theses are bound and then defended 
orally before a faculty committee 7 

You will note that the course 
does not train for home builders. 
It includes all types of buildings, 
large and small. It does not in- uM 
clude design work because we fed [7— 
that they should not think of them-|7— 
selves as half-baked architects, but 7 
as full cooperators with architects | 
in the building project. This is, of 
course, a fundamental difference in) 
the conception of the function of 
the course in comparison with those] ++ 
courses that limit the work to house 7 4j-+- 
construction. Our men have a much}; + 
broader and deeper foundation. + 

In bringing these students t t 
the professional point of view, |) 
have fostered contacts with the 
Associated General Contractors) 
This year the Alabama chapter il 
augurated a series of annual prizé 
for good scholarship totaling $15 
each year. The awards will be al 
nounced at the first meeting of tht 
Guild next fall and will be pre 
sented by the president of the Al 
bama chapter. oe) 

I am particularly happy thi'fy 
these students attend many of tlt 
same classes given for the archi 
tects. I am confident that in a 

ther decade this association wl 
assure closer cooperation that wil 
lead to greater cooperation alt 
mutual regard between architect 
and contractors on actual builditf 
construction jobs. 
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for sash & door makers! 


PERMA 


GLALE 
GLAZING 
COMPOUND 


... provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it’s ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


PERMA GLAZE 
GLAZING COMPOUND 


Q. D. 
PRIMELESS 


PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 





For more Information or Special Requirements write Today! 


me BIDDLE «. 


AMERICA’S LARGEST EXCLUSIVE Putty Makers 


612 S. MAIN ST., ST. LOUIS 2, MISSOURI 
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TO MAKE YOUR OWN CHRISTMAS MERRIER 


This month’s profit-column is crammed to bursting 
with holiday promotions. Gay ideas, tested ideas, 
profit-winning ideas. Ideas that are simple to exe- 
cute; designed to promote happier, friendlier rela- 
tions between you and your customers at the same 
time they increase store traffic, sell. 


So-read them all over carefully—even the ones 
that may not seem at first glance to fit your set- 
up exactly. The best part of a good idea is that 
it can be adapted to many different set-ups, or 
spark entirely new, original ideas you might not 
otherwise think of. 





GRAB POP! He's the man with the money and the say-so 
about whether mother can have that kitchen remodeling 
or redecorating done. And he's the man who has the 
final say-so about whether or not the youngsters can have 
that basement workshop or recreation room for a Christ- 
mas gift. Here's a stunt with a novel twist that will bring 
in your town's "Pops", for miles around. It's worked for 
other organizations of all types. It can work for you. 
Set aside one Saturday afternoon early next month "FOR 
POPS ONLY!" — arrange with one of the best electric 
train manufacturers like Lionel to set up the very latest 
in ."‘miniature model" railroads in your display room— 
and invite all the town's Pops to come in and have the 
fun of their lives “playing with Junior's trains, without 
interference from Jr.!" 


PAGING MRS. E. BEAVER 


Mrs. Eager Beaver to the retailer who’s out to 
do a better-than-ever selling job. She’s the lady who 
blows her “all” in department store Christmas gifts 
each year ... the lady who’s main giftbuyer for 
everyone in the family . . . the lady struggling with 
lists now. This month and next, her purchasing 
power is worth big money . . . money you can channel 
into your store. 


The smartest, quickest, easiest way to Mrs. 
Beaver’s pocketbook is to break her of “the de- 
partment store habit.” And the smartest, easiest 
way to do that is to get out a mailing piece NOW 
that plays on her boredom and sense of frustra- 
tion with hackneyed department store gifts ... 
neckties, housecoats, cosmetic kits. 

Make a strong bid for her attention—appeal to 
her imagination—with headlines that answer her 
harried need for fresh, original ideas. For ex- 
ample: “Tired of the Same Old Gift Ideas? Read 
These!” ...“A Wonderful Source of Gift Sug- 
gestions You'd Never Suspect!” ... “Running 
Out of Gift Ideas? RUN IN HERE!” ... “This 
Christmas He'll Sit Up and Take Notice!” ... 
“Positively We Have NO CHRISTMAS NECK- 
TIES! WE Offer UNUSUAL Gifts.” 


Norm Advertising, Inc. New York 
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WINDOW EXCITEMENT ON A BUDGET! Interest may 
stop the passerby, but it's pleasure that keeps him stand. 
ing in the cold with his eyes glued to your window; and 






pleasure that lures him inside to browse and buy on im. | 


pulse. 


Easy, absurdly inexpensive way to add gaiety, friendliness 2 


and charm to your holiday displays: Frame your windows 
with Christmas cards . 


catch the eye . . . old-fashioned ones, saucy ones... 


. . bright ones, striking ones to | 


beautiful ones, that light big bonfires of warmth in the ; 


heart of the passerby and make him linger. 


To draw his eyes back into your window, and down to — 


merchandise you particularly want to point up, hang 
Christmas cards from the ceiling of your display space, 
on strands of bright, holiday-colored yarn. Some of them 
on short strands, some ay | 


attention! 
Or for contrast, use beautiful Christmas tree ballg — the 


big, solid-colored, old-fashioned kind — or handsome me-| 


tallic paper stars in various colors and sizes. Or miniature 
Christmas angels. 


THE LAW OF INCREASING RETURNS 


Cynics will argue differently—but it is a natural 7 
law in this world that the more you give, the more} ™ 
you get—PROVIDED YOU REALLY GIVE. Give 
not in | 


“in the spirit of giving,” in other words; 
“the spirit of getting.” 


Sincere community service is a never-failing source 


of such returns. Here is a way you can render such 
service that will delight your whole community and 
bring you returns in ways you’d never suspect. 


Somewhere in your yard, set up—and pub- 
licize—a “WORKSHOP FOR SANTA, Open 
Evenings”—where men who like to putter around 
and work with their hands can make new toys 
or paint and repair broken ones for Christmas 
distribution to neglected youngsters. 


First you'll want to send out an appeal and ad- + 


vertise for “cast-off” toys. Announcements through 
women’s clubs should bring in good contributions, 
and incidentally publicize your yard and your good 
works. Be sure to make clear your purpose, though; 
and particularize the kind of contributions you want 
. . . discarded sleds, blocks, wagons, paint-scarred til 
soldiers and so forth. 


Announcements through local fraternal organiz* 7 


tions, churches, business men’s clubs and your news 
papers will bring in volunteer Santas—particularly 
if you play up your SANTA’S WORKSHOP as 3 
place for fun, fellowship and relaxation after a hari 
day at the office. Your local churches, hospitals 
social service agencies and other organizations wil 
be more than glad to cooperate with distribution o 
the gifts Christmas—see that they go to the neediest 
cases. 
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onger lengths. A few in the 
foreground of your window, some in the middle ground, | 
some in the background; wherever you want to attract | 




















































m| A 3-FOLD SERVICE for BUYERS 


With two re-manufacturing plants, located in the heart of the 


Millwork Ponderosa Pine producing area, we make a specialty of Pack- 
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FRICK SAWMILLS 


Cut the most accurate lumber and do it most rapidly, be- 
cause they are precision machines. Timken and Hyatt roller 
bearings, adjustable carriage trucks without end play, set 
works accurate to 1/32”, cut steel adjustable rack bars, and 
similar features make Frick Sawmills the choice alike of saw- 
yers and owners who want the utmost in quality and quantity 
of output. Three generations of experience built into them: 
many thousands in use. Ask for your copy of Catalog 75. 
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THE SWINGING PENDULUM 


Back in the early 30’s if any one 
had ventured the assertion that the 
retail lumber industry would ever 
roll up such records, as has been the 
case the past several years, he would 
have been told to have his head ex- 
amined. But the pendulum swung 
just the same ... and to an un- 
precedented height. No one ever ex- 
pected to be eyewitness to such a 
dizzy ascent. But that’s where we 
stand today as another spectacular 
year comes to a close. 

So * 


Inventory time should call for 
far more than merely counting 
what’s left in the bins. 

* * * 


OUT ON A LIMB 


When we were kids we once owned 
a pet cat which had a persistent yen 
for climbing a big tree in the back 
yard. Having reached the end of 
a high limb she would then be afraid 
to come down. It was our job to go 
to her rescue and get her back to 
terra firma. Her terror, during the 
descent, was not simulated as was 
evidenced by the marks of her claws 
in our somewhat tender hide. 

There is something in the present 
situation that reminds us of our early 
day experiences with the cat. There 
are a lot of people beginning to won- 
der how we are going to get back 
down. 


EASY SELLING 

In 1947 the farmer we have in mind 
built a $38,000 home for himself. 
This summer he built a $12,000 house 
for the hired man and his wife. 
(They’re not called that any more.) 
The last addition to the farmstead 
is a utility building with arched roof 
and aluminum covering. Size 50x 
130. A lumber dealer in a small town 
sold the whole kit-and-kaboodle. No 
figuring . . . no “how-muching.” The 
main problem was getting the ma- 
terial. 

Never were changes in farm 

operations as rapid or as dras- 

tic as today. 
FROM DUST BOWL TO GOLDEN 

BOWL 


A lumber dealer, in a former dust 
bowl town of less than 400, recently 
sold four utility farm buildings (the 
same type as mentioned in the pre- 
vious paragraph) in a single after- 
noon. The smallest was 40x80. It 
was but a few years ago that the 
principal news of the area was the 
extent of the dust storms. 
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MERCHANDISING CGéreéc 


By REE 


We can’t help but feel that 
some of these days we will find 
there is a lot of “flay” in in- 
flation. 

* * * 


HATING vs HUMPING 


We like what Warner & Swasey 
(Machine Tools), Cleveland, say in 
their ads. We just read this one in the 
United States News: 

“Communism is a sour ‘ism’ based 
on envy and hatred of successful peo- 
ple. If communists spent less time 
in hating and more in ‘humping’, as 
genuine Americans do, they would 
have the things they envy. And then 
they’d be happy. But they wouldn’t 
be communists.” 

* * * 


If you are doing good work the 
boss will soon know it. 


* * * 


GOOD READING 


Speaking of ads. We don’t remem- 
ber a time when they were as num- 
erous and interesting as today. In 
the same issue of United States News. 
Borg-Warner tells how Argentina 
locust swarms, covering 100 square 
miles of sky, were devouring crops. 
Helicopters attacked them in flight, 
strafed them with deadly chemicals, 
killed 98 percent, saved the crops.... 
There were several other equally in- 
teresting incidents described and illus- 
trated on the double-page spread. It 
made good reading. 


* aE * 


Giving more for less is far more 
satisfactory in the long run 
than giving less for more. 


<< @ 


BIG BUSINESS . . . BUT NOT 
ENOUGH 
The lumber yard out on the edge of 
town was no great shakes as a place 
of business back in the late 30’s. It 
had never done a large volume of 
business. The shed was modest and 
the stock small. The present owner 
bought it for a song in 1941 but even 
so, some of his friends thought he 
was foolish. For the past two years 
sales have averaged better than $500,- 
000. This year threatens to beat $600,- 
000. Despite all this the dealer is 
thinking strongly of building a new 
yard closer in where he can “stand 
a better chance at getting a crack 
at the downtown trade.” 
* co * 


We haven’t had to work hard 
enough for the volume we have 
enjoyed the past few years to 
prepare us for the difficult task 
of increasing it still more under 
highly competitive conditions. 
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The easier it is to buy lumber 
(or anything else) the harder 
it is to sell it... at a profit. 

* * * 


EVERYBODY'S KICKING 


Real enjoyment, according to a 
friend of ours, comes from earning 
the fruits of our labors. He says: 
“We have been so prosperous, and 
the going has been so easy for so 
long that it is now practically im- 
possible to find anyone who is satis- 
fied about anything. Everybody’s 
kicking about something.” 

Another friend, who is inclined to 
the cynical side, insists that the rea- 
son we hear so much about a forth- 
coming depression is because we know 
we are not really earning the profits 
that accrue. 

“By the sweat of thy brow” may 
come back in style some of these 
days ... and be welcome. 


* * * 


H-E-L-L-U-P | 


In the Southwest, where we re- 


cently spent a few days, we came | 
face to face with the vast indus- © 


trialization program which is under 
way in an area that was once almost 
100 percent livestock and farming. 


It all adds up to unprecedented pros- — 


perity but makes it tougher and 
tougher to get farm help at any 
price. Hence the rush to mechaniza- 
tion of every possible farm operation. 
That calls for different buildings. 


* * * 


HOW MUCH OR HOW LITTLE 


Except in the event of a shooting a 
war, construction in 1949 should be | 


fully as good, if not better, than in 
the past two years, according to cur- 
rent reports. Empty lumber yards, 
or low stocks, at inventory time are 
the present goals of the majority of 
dealers. Softer markets are the log- 
ical result of the slow-down in buy- 


ing. The only question is whether | 4 
the inevitable rush to fill up the bins | 


before spring business sets in will 


cancel out all, some or none of the 7 


softening. The eternal question! 


It’s always easier to see a thing 
through if you are first able to 
see through it. 


* * * 


ASSEMBLY LINE HOMES 
W. J. Levitt, famed house builder, 


He admits you can’t move _ houses 
down a conveyor but insists you cal 
move specialized workers along a line 
of houses and that you can arrange 
delivery of materials and components 
just like the flow of automobile parts 
to an assembly line. He has built 
8,000 houses by this method since the 
war. 
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Long Island, says that if builders 7 hre 


would organize like big manufactul- f. 
ing businesses, new homes could be | 
bigger and better at no greater cost. — 
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MARKET ANALYSIS 


Current Statistics on 
Output and Distribution 


Lumber shipments of 420 mills reporting to the 
National Lumber Trade Barometer were 10.7 percent 
below production for the week ending October 16, 1948. 
In the same week new orders of these mills were 21.0 
percent below production. Unfilled order files of the 
reporting mills amount to 39 percent of stocks. For 
reporting softwood mills unfilled orders are equivalent 
to 23 days’ production at the current rate, and gross 
stocks are equivalent to 57 days’ production. 


For the year-to-date, shipments of reporting iden- 
tical mills were 0.1 percent above production; orders 
were 0.8 percent below production. 


Compared to the average corresponding week of 
1935-39, production of reporting mills was 45.3 per- 
cent above; shipments were 35.0 percent above; orders 
were 21.5 percent above. Compared to the correspond- 
ing week in 1947, production of reporting mills was 
5.8 percent below; shipments were 6.1 percent below; 
and new orders were 15.1 percent below. 


Western Pine 


The 100 mills reporting to the Western Pine Asso- 
ciation cut 72,674,000 feet for the week ending Oc- 
tober 16, 1948. The same week a year ago the cut 
was 72,278,000 feet. Shipments were 62,908,000 feet 
compared with 67,372,000 a year ago. Unfilled orders 
on hand at the end of the week stood at 185,561,000 
feet compared to 178,918,000 feet for the correspond- 
ing period in 1947. Gross stocks stood at 741,416,000 
feet in contrast to 698,530,000 feet for the same period 
in 1947. 


Southern Pine 


Production of Southern Pine by the 107 mills re- 
porting to the Southern Pine Association for the week 
ending October 23, 1948 amounted to 17,894,000 feet. 
This was 3.95 percent above the three year average 
for the same mills. Shipments for the week totaled 
17,553,000 feet, or 1.91 percent below production for 
the week. Orders placed during the week of October 
23 amounted to 16,507,000 feet, 4.11 percent below the 
‘hree year average. 


Northern Pine 


Production of Northern Pine by the five mills re- 


orting to the Northern Pine Manufacturers’ Asso- 
lation for the week ending October 23, 1948 was 1,- 
‘5,000 feet. The same week a year ago the cut was 
995,000 feet. Shipments during the week amounted 


» 1,010,000 feet compared to 1,075,000 feet for the 


= ame period last year. Unfilled orders stood at 3,425,- 
#00 feet and gross stocks at 38,975,000 feet. 
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and ALLIED PRODUCTS 


For Domestic and =s | 
Foreign Markets 
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ERNST SEIDELMANN 
CORPORATION 
ERES Building, 19 Murray St., New York 7, N. Y. 






Tacoma, Washington 


West Coast Office: 1110 Washington Bld 








Roof Trusses! 


ONE 


WEEK 
DELIVERY! 


AMERICAN-bowstrings, 
AMERICAN-scissors, etc. 


>. 


Phone or Write 


AMERICAN Roof Truss Co. 


William and Raymond Waddington 
6846 Stony Island Ave., Chicago 49... PLaza 2-1772 


AMERICAN-crescents, 














Established 1922 
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LUMBER MARKET 





Anaconda Copper 


Mining Co. In the Market Centers 


TACOMA—Although the maritime strike continues» 
to block waterborne lumber movement, mills through. 
out this area are still producing steadily and reserve 
stockpiles are mounting. Despite the tie-up, demand & 

is good. The situation is such however that sellers F 
Bonner, Mont. can afford to be choosy and they are pieking their)” 
business. More cars are in evidence and rail business | 
is picking up in consequence, but here again the de- 
mand is greater than the supply. There seems to be ~ 
no question but that transportation and delivery dates | ~ 
are the governing factors as far as future business is) 
concerned. Excellent weather is helping woods opera ¥ 
tions throughout the Puget Sound area. Log supplies 
are accumulating in large quantities in dumps and 
storage spaces here. Most of these are intended for 


Ponderosa Pine, Fir and Tacoma mills, but some are destined for reshipment| 


to other manufacturing points. Most of the timber is ~ 
fir, cedar and hemlock. The general outlook against~ 3 

Larch Lumber the customary winter slowdown in the woods seems ck ey 
at this time to be excellent. Bidding at auctions of 7 && 
publicly owned timber, many of which are currently — gee 
* 2 in progress, has been spirited and the general indica- te ve 
tion is that the demand for such stands continues to 

be greater than the supply. | BR. 








Lumber Department 


Manufacturers of 
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A Summary of Lumber Statistics, Including 
Production, Shipments and New Orders 
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SOFTWOODS 
atntes ¢ Southern West Western 
Check ee Period pine coast pine Other _ Total 
PRODUCTION 
THEN RECOMMEND 1948 2nd qr......... 2,639 1,783 1,824 1,016 7.261 | 
lw ik ee A 2,015 1,253 809 6,193; 
1947 2nd qr. ........ 2,698 1,932 1,905 955 7,490 
1948 July .......... 876 649 795 297 2,617) 
RED CYPRESS SHIPMENTS 
f 
TERMITE RESISTANT (naturally heavy pines. Structural grades of 1948 2nd qr 2.410 1.879 1.716 990 6,995) 
resistant to termite destruction known strength and stiffness are 1948 | meee 2144 1.978 1391 801 34 
according to the U. $. Department available.) # Ge. ........ ' ' ' et 
of Agriculture.) 1947 2nd qr. ........ 2,535 1,889 1,711 869 he ; 
NATURAL GRAIN (Natural grai 1948 July .......... 779 658 699 289 ‘ 
— oo, eonne La and texture lends ennui te ‘ ” : 
pao ed 2 ’ ge & 4 _ se interior panneling and finishing.) 
other woods through artificial in- NEW ORDERS 
duction of preservatives.) EFFECTIVE FINISHES ago = sy 
stains, paints or enamels. No de- 94) 
STRUCTURALLY STRONG (General parture from standard finishing hn ~ = < sine alamad — — ae 4 “o : 
strength lies between light and procedure required.) 1947 ind ae. mane 2476 1716 1677 862 67) s 
ALWAYS AVAILABLE IN THE SIZE YOU REQUIRE 1948 July .......... 820 667 712 269 240 





FROM “small stuff’ to TIMBERS 


We also invite inquiries concerning fully fabri- 
cated or partially fabricated vats and tanks. 


UNFILLED ORDERS 


. fe “Boch 1948 2nd qr. ........ 447 745 702 326 (2, 

“O=> Tidewater Gopress 1948 Ist qr. ........ 508 616 648 372 2,14 
” RED CYPRESS == 1947 2nd qr......... 494 689 415 302 ’ be 
Can be furnished from St. Louis Stocks tai, MEE 468 700 714 334 iS 


FLEISHEL LUMBER CO. | 


4237 DUNCAN AVE. * ST. LOUIS 10, MO. * NEwstead 2100 


STOCKS—MILL & CONCENTRATION YARDS 








1948 2nd qr......... 1,518 530 —s*1,186 739-32 

a ad 1948 Ist qr. ........ 1,289 482 1,080 712358 
“lhe Wood ferual 1947 2nd qr......... 1,508 534 1,035 581 3,0 
Wee nis 5. ds. 1,595 594 ‘1,282 747 ill 





November 6, 1948, AMERICAN LuMBERMAN 6 





































ok 
ontinues Fe 
through- 
| reserve 
demand 
it sellers F 
ng their | 
business 
1 the de- 
ms to be 
ery dates 
isiness is 
ds opera- 
- supplies 
mps and 
nded for 
shipment 
timber is 
< against 
ds seems 
ctions of 
currently 
al indica- 
\tinues to 


her Total 


16 7,262 
309 6,193 
55 7,490 
97 2,617 


90 6,995 
301 bl 
B69 ~—s«7,004 
289 2,448 


820 «6,94 
776A 
9626 TIF 
269 ~—-2,4UlT 


326 
372 
302 
334 


DS 


739 
712 
581 
747 


BERMAN OB 





‘UILDING Propucts MERCHANDISER 





Builders Locks and Finishing Hardware for 
every type of building is part and parcel 
of the saGer line. That’s why an artist’s 
sketch of SAGER applications would make 


up a fair-sized town... “SAGER TOWN”, , , 
the “Capital of Quality in Hardware!” 


For fast installing, better operation, and 
fine appearance, specify saGER for 
the following kinds of construction. 


RESIDENCES 

SCHOOLS 

CHURCHES 

COMMERCIAL BUILDINGS 
INDUSTRIAL BUILDINGS 

APARTMENT BUILDINGS 

HOSPITALS 


NORTH CHICAGO e ILLINOIS 


see —_, 





\Rockwell Mfg. 


‘and Scores of Other 
Big Operators 


" Pi 
TH rtun-Ylaze 
Nation-Wide Poll 


(Cw. have been using Arm-Glaze 
exclusively for the past two and 
one-half years. Our putty runners 
are enthusiastic over the way it 
runs, and our customers feel that 
we are putting out a consistently 
higher quality glazed window by 
the use of Arm-Glaze 74 


THE ROCKWELL MFC. CO., RANDOLPH, WIS. 


Freel WRITE 


FOR THIS AMAZING & 
USER REPORT TODAY ¥& 















SELL <== 

“g 4 7 ® wannges or 

Companion Product 
Armstrong’s No. 33 





Unlike rock-hard putty, Arm-Glaze is 
E-L-A-S-T-I-C . . . and it forms a per- 
manent bond immediately after appli- 


Glazing Compound mer- 
its a place in your 
Packaged goods dept. 
It’s like ARM-GLAZE 
plus one more feature: 
it won’t dry out or 
harden in the con- 
tainer. Sell ‘‘33’’ for 
small glazing jobs, re- 
pairs, to home handy- 
men, etc. It’s definitely 
far ahead of any putty. 














ARMSTR 


4065 So. LaSalle St. 24 
Chicago 


cation. Thus, Arm-Glaze’d sash can be 
shipped AT ONCE without danger of 
costly reconditioning. 

Send for our FREE User Report 
which reveals the “success stories’”’ of 
big operators from coast to coast who 
use Arm-Glaze exclusively . . . request 
FREE sample of this remarkable com- 
pound — enough to make every test. 


COMPANY 


1 So. Post Ave. 319 So. Crowdus St. 
Detroit Dallas 


























Demonstration Kits 

Feature U. S. Plywood Products 
Two demonstration kits, one fea- 

turing a new product, Satinlac, the 


other, Firzite, are now being dis- 
tributed from the Industrial Ad- 
hesives Division of United States 


_SATINLAC 








FIRZITE_ 

















Plywood Corporation. The kits con- 
tain panels which demonstrate to 
users of Satinlac and Firzite how 
they can get the best results in fin- 
ishing various types of wood. The 
Firzite easel panel display is com- 


Teloch 


ANTI-RATTLE 





SIDE VIEW 


END VIEW 
OF SHOE 








It’s as easy to install as a win- 
dow spring bolt. This new fric- 
tion sash holder can be used on 
any double-hung sash 1%” or 
thicker. Uses the same hole as a 
window spring bolt. For new 
sash, simply drill a %” hole at 
the center of one side only. The 


friction is easily adjusted after in- 
stallation to accommodate any 
weight sash. Where desired, the 
side with the sash holder can be 
weatherstripped; it’s never neces- 
sary to strip the opposite side be- 
cause of the tight contact. Fully 
guaranteed ... Retail about 30c 
each . Free display model 
available. 


Telok 


BRASS WORKS, INC. 


Ask your jobber, 
or write us. 






"250 EAST FIFTH STREET | 
ST. PAUL 1, MINNESOTA | 











plete with ribbons and placards for 
building the display in windows or 
on paint department floors. The 
Satinlac display with its construc- 
tive panels can be combined with 
the Firzite display. Write United 
States Plywood Corporation, Dept. 
AL&BPM, 55 W. 44th St., New 
York 18, N. Y. 


Special Tilt 

This Autocar truck body and its 
companion trailer body were de- 
signed especially for hauling hog 
fuel to a power plant in Bend, Ore. 
Truck, trailer and load weigh 86,000 
Ibs. gross when 70 units (50,000 
lbs. )of fuel are being carried. As 
the driver pulls up on to a ramp, 
the advantage of the side-dump de- 
sign becomes apparent. If the truck 
had an end-dump body it would be 





necessary, before it could be unload- 
ed, to unhook the trailer. With the 
side dump, powered by under-body 
hoists, that is avoided. The trailer 
body, matching the truck body in 
all essentials, permits the load to 
be dropped on the same pile as the 
truck load. The side dump on the 
trailer is of further advantage in 
the event a second trailer is hooked 
on behind. For details, write the 
Autocar Company, Dept. AL&BPM, 
Ardmore, Pa. 


ES Nail Locks Wood 
Shingles Directly to 
Gypsum Sheathing 
Elastic Stop Nut Corporation of 
America has announced ES nail, a 
new type fastener designed to cut 
construction costs by providing a 
simple means of locking wood shin- 
gles directly to gypsum sheathing. 
As easy to work with as ordinary 
shingle nails, ES nails can be driv- 
en at convenient points without 
locating studs. The photograph 
shows how ES nail works. The 
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fastener has two legs one-half e 
closing the other, hinged nea: 4 
end and forming a triangular loop § 


} 


at the top. When it is driven into | 


the material, the last blow of the 
hammer flattens the top, causing a 
locking action. The 1°4” ES nails 





are of low carbon steel, zine coated, | 
for attaching wood shingles to gYD- | 
sum sheathing by customary con- 
cealed method of shingle applica- 
tion, and count 200 pieces to the 


pound. 
at visible nailing points, 
brought out soon. 


An exposed type, for use 


poration, 2330 Vauxhall 
Union, N. J. 


Treyco Saw Fixture 

A new saw sharpening fixture 
has 
Products. Said to be the only one 
of ‘its kind, it holds and turns saws 
to insure precision sharpening 
keeping the saw perfectly round. 


will be | 
Further infor- | 
mation write Elastic Stop Nut Cor- |7 
Road, § 


been announced by Treyco } 


ty 


DRESS 





By mounting the Treyco fixture on 
the same base with the power driv- | 


en grinding wheels, the entire saw | 


sharpening equipment is a self-con- 7 


tained unit. The fixture is de 
signed to sharpen three types of 








, 


ot re See 









of 
F¢ 
an 
un 











circular saws by using only two 7 i 


different shaped grinding wheel. 
One of the wheels has a 45 percent! 
degree angle on one side used for 
sharpening cross cut or fine teeth 


on the combination saws. The Be | 
other grinding wheel is 5/16” wide Fe | 


with a radius for use on rip saws 


and for large teeth on combinatio ‘a 


saws. For -full information write 
Treyco Products, Dept. AL&BPM 
Buffalo 17, N. Y. 
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inside Metal Storm Window 


A new inside storm window with 
open-in sill ventilator has been an- 
nounced by Detroit Steel Products 
Co. This storm sash has a frame 








of formed steel, and is for use with 
Fenestra steel casement windows 
and screens, as a complete window 


unit. Pictured is a combination of 


two-light wide casement with two 
storm window units, one with a sill 
ventilator. Ventilating unit pro- 
vides draftless fresh air, even dur- 
ing stormy weather. They may be 
combined in various ways with 
non-ventilating storm windows. 
Storm windows two lights wide, 
with two light wide ventilators, 
have also been added to the Fen- 
estra line. Fenestra inside storm 
windows are put up safely and 
easily from inside the room—no 
ladders needed. A rubber gasket, 
attached to storm window frame, 
prevents metal to metal contact 
with casement, and seals the whole 
window. Write Detroit Steel Prod- 
ucts Co., Dept. AL-11, 2269 E. 
Grand Blvd., Detroit 11, Mich. 


Automatic Announces Low Cost, 
Full-Fledged Fork Truck 


A full-fledged, low cost electric 
fork truck, equal in performance 
to any fork truck of similar ca- 
pacity, has been added to the fa- 
mous Transporter line by the Auto- 
matic Transportation Company. 
The battery operated unit, named 
the Transrider, makes available to 
industrial truck users for whom 


added speed is not an advantage, a 
lower initial investment without 
sacrificing results. Despite its re- 
duced cost, the Transrider incorpo- 
rates the most desirable features 
of the larger Skylift trucks made 
by Automatic. Among outstanding 
Skylift benefits built into the 
Transrider are: drive on the load 
wheels; high pressure hydraulics; 
automotive type controls, including 
foot brake and foot accelerator; 
dead man control; full contactor 
control; road clearance ample for 
boxcar loading and severe ramp 
conditions; lifts, tilts, and drives 
simultaneously. The Transrider, 
complete with its two batteries, 
weighs approximately 4000 pounds. 


It has three speeds forward and 
three in reverse, and an automatic 
tilt of 10 degrees backward and five 
degrees forward, cradling the load 
in carrying position, and permit- 
ting it to be deposited in place 
more easily at the peak elevation. 
Its length of 6134 inches from the 
face of the forks is the shortest of 
any fork truck of the same capac- 
ity. For details write Automatic 
Transportation Company, Dept. 
AL&BPM, 149 West 87th St., Chi- 
cago. 




















Sales Agents for 


Distributors of Kiln Dried 


Fir and Larch 
kkk 


x*k 


*Pack River Lumber Company, Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho 
*Thompson Falls Lumber Company, Thompson Falls, Mont. 


* Member Western Pine Association 


a 


Sandpoint, Idaho 





PACK RIVER SALES COMPANY 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


Sales Office; 


P.O. Box 510 
Telephone 71 





Daily Production 190,000 Feet Kiln Dried Lumber 
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allows the operation of two hinges 
and suggest various uses for the 
WHAT’S NEW? hinge is available to dealers stock- 
ing the assortment. Such hinges 
have long been desired by the home 





Piano Type Continuous Hinges craftsman for boat hatches, tables, 

The Stanley Works offers an as- _— desks, tool chests, sewing cabinets, 
sortment of piano type continuous etc. For complete details write the 
hinges in solid brass metal sup- Stanley Works, Dept. AL&BPM, 
plied in two finishes: polished brass New Britain, Conn. 


and polished chrome. The hinges . . 
come in retail lengths of 4’ each Steel Unit for Wheeling Loads 
and in two widths 11/16”, 114% Around Lumber Yards 


open measurements. Each hinge is The new Wheel-It is one answer 
packed in a paper envelope contain- to the problem of getting lumber, 
ing necessary screws of correct size posts, fencing, sheet metal, pipe, 
and finish. The No. 31114 assort- wire, etc. moved from place to 
ment includes six hinges. An at- place without back-breaking work. 


tractive functional display which According to the manufacturer, the 

















ve K 


Three of the largest manufacturers of motor cars have recently 
used Plywood for interiors and functional furniture in rebuild- 
ing offices and salesrooms. 

















As streamlined and beautiful as any car on the road, the new 
interiors are paneled and furnished in veneered Plywood, built 
to specification by Plywood, Inc. 

Manufacturers—men who know the importance of structural 
strength and lasting beauty—continually turn to Plywood, Inc. 
for modern interiors. 


Contact Your Nearest Divisional Branch: 


PLYWOOD DETROIT PLYWOOD GRAND RAPIDS 
Detroit, Mich. Grand Rapids, Mich. 

PLYWOOD DAYTON CLEVELAND PLYWOOD 
Dayton, Ohio Cleveland, Ohio 





PLYWOOD TACOMA SAN FRANCISCO PLYWOOD PLYWOODLOS ANGELES 
Tacoma, Wash. San Francisco, Cal, Los Angeles, Cal. 
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original low cost lets a Wheel-// pay 
for itself in a few short months, 
in man-hour savings, eliminated 
hard labor and strain. One map 
can do the work which formerly 
required a man and a truck, or two 
men. Wheel-It’s industrial type 
tires roll along easily even over 
bumpy ground. The hand-operated 
unit is all steel—all welded and 
cross braced. It is finished in a 
beautiful aluminum. For complete 
details write Bassett Industries, 
Dept. AL&BPM, 302 E. 4th St, 
Vinton, Ia. 


2 ETE 


Aluminum Combination 
Screen and Storm Door 


A new aluminum combination | 
screen and storm door that is ad- 
justable four ways for tight fitting 
is being manufactured by Compo- 
Miracle Products Company. The 
door is rigidly constructed of heavy 
gauge aluminum nailed to a rot 
proof core, and all nails are con- 
cealed by adjustable edge channel 
strips that provide smooth fitting. 
Sides of the sash sections are ex- 
pandable for tight winter use. In- 
sulated and soundproof, the door 
also lends beauty to any type of © 
architecture, Available from stock ; 
in four standard sizes. Write 7 
Compo-Miracle Products Company, $4 
Dept. AL&BPM, 15221 W. Eleven | 
Mile Road, Berkley, Mich. 
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lustries, § 
4th St, § 
; 
Woven of saran 
bination : 
t is ad- LUMITE has set new sales records every year. And 
t fitting '49 will be best of all. Becuuse LUMITE is going to 
Co "The back you with the biggest, hardest-hitting advertising 
f all campaign yet—plus the best and the most sales helps 
>a a ever offered to sell screen cloth. Ask your wholesaler 
re con- about the amazing new LUMITE Screen-O-Mat. And 
channel get your order in now for your stock of LUMITE screen- 
fitting. ing. Get set to cash in on the big demand for LUMITE! 
are eX- 
use. In- 
he door LUMITE DIVISION + CHICOPEE MFG. CORP. 
type : 47 WORTH STREET, NEW YORK 13, N. Y. 
m Ss 0c r BB Bi: BERGE RE ie i we 
Write | . 2 ad 
ompany, 
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Every cellar, garage, cistern, If your contractor, homeowner 
pool, milkhouse, stable, pen or others have a problem with 
and dairy barnneeds THORO- water or dampness, The 
SEALING, to keep water out THORO System will correct 
of the walls. and solve the problem. 






















WATERPLUG .. to stop the leaks 
— THOROSEAL. to fill & seal the surface 
QUICKSEAL . for a beautiful finish 


WRITE FOR DEALER PLAN 
AND DESCRIPTIVE CIRCULARS 


THE THORO SYSTEM Products make friends, 


new customers and a substantial profit for the dealer 



















Box X, New Eagle, Penna. 
Telephone Monongahela 67 
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You’re on the Right Track with 


Ceyililetiaels a aacleltiar 


"aan ine Wnelel 4 


This assembled unit is ready to set in notch cut 
in 134" door. Locking mechanism is exchange- 
able from right to left hand. Solid brass exterior 
fingerpull in face plate plus safety latch for in- 
suring privacy. 











SERIES 200--BALL BEARING DOUBLE KENNATRACK 
Intended for by-passing wardrobe and cabinet 
doors. Mounts either 34" or 13/16" doors, and 
uses Kennatrack's patented offset track. Easy 
mounting ball bearing carriage; finger-tip con- 
trol. Recommended for use in trailers and other 
small-space installations. 


SERIES 400--DE LUXE KENNATRACK 

Designed for heavier doors of I!/g" to 134," 
thickness. Featuring Kennatrack's adjustable car- 
riage, which permits door to be raised or low- 
ered as much as 34 of an inch. 8 Neoprene-tired 
wheels insure smooth, noiseless operation. 


SERIES 300-350--DISAPPEARING KENNATRACK 

This series uses Kennatrack's patented expansion 
sleeve mount, which requires less headroom 
space than other known sliding door devices. 8 
wheels per door. 


Series 300—Equipped with Brass Wheels. 
Series 350—Equipped with Neoprene-tired Wheels. 


Write for Catalog and Prices 


JAY G. McKENNA, Inc. 


Specializing Exclusively in the Manufacture of Sliding Door Hardware 


ELKHART os INDIANA 





























Now in its 57th year 
of operation, Ozan is 
looking ahead to con- 
tinuous operation — 
through selective 
harvest and reforest- 
ation. 


OZAN LUMBER CO. 


PRESCOTT, 


1891 ARKANSAS 


1948 





Find Out What 
VERIPLY (,f2%%, ) 


RESEARCH 
FOUNDATION 













HARDWOOD VER Pp 


nth 


SOFTWOOD 
PLYWwOoOoD 


ee oediad 


1 : Per 


PLYWOOD (ems 


S ceatl 


“we % 


Learn about the nation-wide 
network of 17 wholesale ware- 
house distributors of Hardwood 
and Softwood Plywoods behind 
the Veriply trademark. 


SEND FOR THIS 
FOLDER 


It tells the why of Veriply. 
It lists names and addresses 
of the 17 warehouse dis- 
tributors who stand behind 
VERIPLY. There's one 
near you. Write today. 


WOOD-PLY RESEARCH 
FOUNDATION, INC. 

















General Offices: 


185 N. WABASH AVE., CHICAGO 1, ILL. 











Aluminum Venetian Blinds 


Advantages of aluminum Vene- 
tian blinds are their light weight, 
durability, and freedom from cor- 
rosion, according to the manufac- 
turer, the Bills Venetian Blind 
Company. Attractively finished in 
egg-shell color baked enamel these 
aluminum blinds will not chip or 
crack. They are also impervious 
to moisture and chemical gases. 
The two-inch concave shaped slats 
are flexible for easy washing and 
dusting—give perfect closure for 
cool summer rooms. Tapes and 
cords in natural color permit ad- 
justment to any angle and any 
height. Each aluminum blind 
comes equipped with Facia board 





and brackets, and is ready to in- 
stall. For complete details write 
Bill’s Venetian Blind Co., 5459-69 
Lake Park Ave., Dept. AL&BPM, 
Chicago 15, IIl. 


All Steel Ladder Jack; 
Interlocking Ladder Step 


Designed by Toledo Interlocking 
Products Corporation for exclusive 
distribution by Madison Products 
Company, an all steel ladder jack 
has been reduced to final simplicity. 
By complete elimination of unnec- 
essary working parts, the jack of- 
fers absolute safety far beyond 
ordinary ladder strength. There 
is a special rail suspension feature 
giving solid support from the rail 
section without sacrificing working 
area. It is possible to use the lad- 
der while the jack is in position 
before the scaffolding is placed. A 
full 18 inch protected platform area 
is afforded for wide planking. 
Fabricated from % inch by 1% 
inch hot rolled steel, this 13 pound 
jack will solve any number of scaf- 
fold problems. Another product is 
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the company’s all metal intérlock- 
ing ladder shelf which can be 


quickly adjusted on any rung ofa | 


ladder with one single motion. 
The step provides a comfortable 
platform that has been carefully 
tested for both strength and safety. 
Fits any standard extension ladder. 
For complete information covering 
both products write Toledo Inter- 
locking Products Corporation, Dept. 
AL&BPM, 3800 Lagrange St., To- 
ledo, Ohio. 


Flamort Fire Retardants 


During the late war, the navy 
employed Flamort, a product of the 
Flamort Chemical Company, to 
flameproof the wood framing, roof, 
trusses and windows in its west 
coast hospitals. Since then, “Flam- 
ortizing’, as the fire retardant 
treatment is called, has been ap- 
plied successfully in many com- 
mercial, agricultural and industrial 
fields, wherever wood needs protec- 
tion against the hazards of fire. 
Sea going vessels and private craft 
have also found “Flamortizing” a 
profitable investment. Hop kilns, 
always a good prospect for fiery ex- 
tinction, have been saved on num- 


erous occasions, as have other 
structures housing agricultural 
products. Fence posts treated with 


Flamort and then painted to pre 
vent leaching of the fire retardant 
can be protected against grass fires 
and burn offs. An increasing num- 
ber of homes are being given the 
“Flamortizing” treatment as archi- 
tects and contractors, as well as 
prospective home owners, discover 
its value. Flamort fire retardants, 
approved by federal, state and civil 
authorities, are completely safe and 
do not in any way impair the 
strength of materials. Wood sul- 
faces after treatment can be 
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One KNOX Builder Sold 


34 


“KNOX QUALITY BUILT HOMES" 


on opening day 






UsS 


O 


PERF-A-TAPE « 


SPECIALLY MABE FOR JGINING SHEETRODK 




































If you can qualify as 
a KNOX Builder, write, 


KNOX CORPORATION 


Thomson, Georgia 


Strengthen your reputation 


It’s the method perfected by the 
makers of famous SHEETROCK* gyp- 
sum wallboard, thus is backed by 
years of dry-wall know-how. You 
can recommend it with complete 
confidence. So, play safe—sell 
PerF-A-TapPe* reinforcement and 
cement. *#T. M. Reg. U.S. Pat. Off. 


re United States 


L2.$ Po OP 


CONCEALS AND 


REINFORCE 
sree wate 









Over fifty years in the home 


Gypsum building and lumber industry. 





For Building e For Industry 











Ms «= Gypsum - Lime « Steel - Insulation + Roofing - Paint 





2 IETS 





FLOORING 
Oak-Beech-Pecan-Ash 


PAPE ARE ES 


In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 





Here’s a real profit opportunity for lumber and building 
materials dealers. Stewart Products are used extensively for 
the beautification and protection of all types of property. 
They comprise: Chain Link Wire and Iron Picket Fence; 
Plain and Ornamental Iron Railings; Iron and Wire Window 
Guards; Steel Folding and Sliding Gates; Ornamental Iron 
Lanterns; Steel Settees; Flag Poles, and many others in iron 
and wire. Cash in on this profitable business. Write for 
details. No investment necessary, and you are not required 
to carry any stock. 


THE STEWART IRON WORKS CO., INC. 
1551 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1884 


pc perven 





For prompt attention on your needs phone or write 


Miller & Company, Ine. 





Manufacturers of 


Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 - 











makelaten' Jackson 1885 
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painted, stained or otherwise fin- 
ished without harming appearance 
or durability. Write the Flamort 
Chemical Co., Dept. AL&BPM, 746 
Natoma St., San Francisco 3, Calif. 


Specification Sheet on 
McCulloch Chain Saws 


A specification sheet describing a 
new gasoline-engine-powered chain 
saw is now available from McCul- 
loch Motors Corp. Power of the 
saw is 5-hp, and blade lengths of 
20, 36, 48, and 60 inches can be 
furnished. Applications of the 
saw are numerous in the lumber- 
ing, construction, railroad, mining, 
farming and _ other _ industries 
where wood cutting and land clear- 





ing are important. For copies of 
the sheet write McCulloch Motors 
Corp., Dept. AL&BPM, 6101 W. 
Century Blvd., Los Angeles 45. 


Wheeler Osgood Announces 
1948-49 Advertising Campaign 


The Wheeler Osgood Company, 
door and plywood manufacturer, 
has announced the opening of its 
1948-49 advertising campaign in 
AMERICAN LUMBERMAN and 13 
other leading trade magazines. 
Opening with two color, full page 
ads and black-and-white half-page 
ads which were scheduled in Octo- 
ber, the campaign is designed to 
carry over 1,800,000 sales messages 
during the next 12-month period. 
This is the most widespread, inten- 
sive use of trade media in the com- 
pany’s entire 59-year history. 
Opening ads will feature Wheeler 
Osgood’s new hollow core, horizon- 
tal-girder type slab door—The 
Streamliner. Copy will stress the 
important advantages of this ultra- 
modern door: No sawing, no plan- 
ing, no fitting, no priming on the 
job; and will point out that every 
door is Tru-sized to new net Pre- 
Fit size, and is resin prime coated 





at the factory. With sales oflices 
in New York, Chicago, San Fvran- 
cisco and Los Angeles, as well as in 
Tacoma, the ads will 
quiries for facts 
Streamliner Door. 
tails write the Wheeler Osgood 
Company, Dept. AL&BPM, Taco- 
ma, Wash. 


New Mat Service 
for Devoe Dealers 


Recently completed for release to 
Devoe dealers exclusively, the new 


56-page Adanad book offers a com- © 


plete service for retail paint-prod- 


uct advertising. Sectionalized for- 7 


mat provides easy reference to mats 


which tie in with Devoe & Raynolds | : 
Company national advertising on |)» 
the Library of Colors, 87 Spar Var- |7 


nish, as well as the recently devel- 
oped Devoe One-Coat House Paint 


which is being actively promoted [7 


invite in- | 
on the new § 
For further de- 



























































on a regional basis. A practical fea- |7 


ture of this book is the unusual |7 
offered. |= 
These include a large number of > 
mats which 
can be used in conjunction with |7 
larger mats to build advertisements |~ 


flexibility of the mats 


small-space “drop-in” 


of virtually any size desired, fea- 





DON’T 


sheds. 


Get complete informa- 
tion today — write for 
Bulletin No. AL-118. 


Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 


RAVITY & POWER 
CONVEYORS 


CARRY IT— 


CONVEY 


Cut handling costs— 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
Let conveyors 
provide fast, low-cost 
and speedy handling 
of your products. 


IT 
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rr) LAKE LUMBER CO. Ltd.| 


Sales Office: 


2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL 


Selling the Products of J. A. Mathicu, Ltd., 


Rainy Lake, Ont. 
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One of the large | _< pRINOL 


Pacific Northwest manufact- Smart Selling cure 


urers of stock fir millwork STOPS ROT 


invites ' ; ; ; With every delivery of lumber he makes, a dealer in 
ned immediate mae New England includes Cuprinol Wood Preservative, 


by phone, wire or air mail. subject of course, to return. But 90% of the deliveries 
are accepted with thanks for the reminder to protect 


ANY WOODWORK ITEM IN CARLOAD LOTS the lumber. 


ISH-TRIM-FRAMES* DOORS | | ein‘ en po 


pasate i gs Bb Oven 


Satine nhMlpoaaies S aRAY 


rot and termites with Cuprinol, the original copper 
naphthenate surface applied preservative. 


Write for prices and information 


3201 FREMONT AVE. SEATTLE 3, WASH. CUPRINOL Division, Darworth Incorporated 
53 Maple Street Simsbury, Conn. 

















Sustained Yield 
PONDEROSA PINE 
CALIFORNIA SUGAR PINE 


Quality Lumber 


| WINTON LUMBER SALES CO., Yoskay “ower, MINNEAPOLIS 2, MINN. 
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turing the products which the deal- 
er considers most timely. Copy for 
numerous news releases and radio 
commercials is also included. 


New Sliding Door Unit 


By eliminating swinging doors, 
Huttig’s new sliding door unit 
saves considerable floor space. It 
is equipped with a special stabiliz- 
ing fixture which operates in the 
bottom door rail to assure easy, 





silent sliding. In order to prevent 
door edges from striking stops, a 
slotted escutcheon plate at the bot- 
tom closing edge of the door inter- 
locks with a rubber door guide on 
closing jamb. Solid brass ball- 
bearing door hangers on an alu- 
minum track, permit height adjust- 


ment without removing door. For 
complete information write the 
Huttig Sash & Door Co., Dept. 


AL&BPM, 1200 S. Vandeventer 
Ave., St. Louis, Mo. 
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IXED CA _ 
: 7 YEARS OF SERVICE, TO 
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General Sales Office — K 
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LOOK AT 
THESE CALDER 
FEATURES 


@ Exclusive Wedge- 
Tight feature wedges 
door tight with no 
jamming 

@ Available 6 panel, 

one section open for 

glazing 


Exceptionally sturdy, 
well made steel hard- 
ware 





Made of well sea- 





ey 





nnn 


PTL EL ‘ 
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soned, clear fir 1%” 

















thick 
@ Ball bearing rollers 
* 5 ° and sheaves 
@ Bind-proof locking 
- mechanism 
444 @ Interlocking, weather- 
eleite 5 AD Proof joints 
ONA ADA vrete!: * Rapid, fool-proof in- 
stallation 


as modern as tomorrow 


® Available in a wide 
range of sizes 


This is the Door to Bigger Profits 


Outstanding features of Calder 
Overhead Garage Doors make sales 
easy because their superiority is 
quickly recognized. Generous 
dealer discounts make them an ex- 


96 


THE CALDER MANUFACTURING CO., 


ceptional opportunity for progres- 
sive distributors and contractors. 
We invite you to open the Calder 
Door to Profitable enterprise. Write 
for full information today. 









H & A 14” Band Saw 

Outstanding design, constru 
and performance features inc 
rated in the newly designed H 
14” Band Saw permit the ope: 
45% more working area and 
more vertical clearance than 
14” band saw to date, accordi: 
the manufacturer. It has a 


tion 
rpo- 
& A 
ator 
33% 
any 
ig to 
mam- j 


























moth-sized 20” x 23” tilting table @ 
with 1214” vertical clearance and 
13%4” horizontal clearance. Cast] 
iron and cast aluminum construc- 
tion assure ruggedness and rigid- 9) 


plete details write Heston and Arf 
derson, Dept. AL&BPM, 606 W. 
Kirkwod St., Fairfield, Ia. 


New Tract-R-Lift 
2,000-Ib. Fork Truck 


A new, compact, gas-powered)” 
Tract-R-Lift fork truck, with 2,000- i : 
pound capacity at 24 inches from 
heel of fork, has been announcel|> 
as being available for immediate) 
delivery. Measuring only 28 inche)> Ge 
wide by 61 inches long by 60 inches} f 
high and weighing 3,050 pounds) 


this new Tract-R-Lift has been de} y . 
signed for rapid materials hat) 7. 
dling through narrow doors all ™ 
aisles and in cramped quartels)7~ 
Turning radius inside is 6 ee ; 


hig 


outside 67 


Single hy: 


inches. 
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Lancaster, 
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CHOICE DEALER 
FRANCHISES OPEN 


Genuine rubber base paint. 
Thins with water. No smelly 
solvent. Non-toxic. No fire haz- 
ard. Dries to beautiful flat fin- 
ish. Twelve beautiful colors. 


Investigate TODAY! 


. a Re Oe ee 


<a Brushes, sprays, rollers—VULCANIZES 
Pfoayd re —to any surface—galvanized iron, in- 
(Gow lek sulation board, wood, stucco, concrete, 
ge) RUE af brick, canvas, etc. Does not chalk, 
Ox (Cl craze, peel or blister. Sizes, primes, 


ing table 9 
ance and He 


completely seals and decorates most 
surfaces with one coat. 


SEND FOR THIS FOLDER 


od 1 No) timote) tte) v-wale),. 
WILLISTON PARK, N. Y. 
















s-powered | 
rith 2,000- 
shes from)> 
announcel |= 
immediate = 
28 inches 
60 inches 
0 pounds) 
s been def 
rials hal 
doors allt 
quartels © 
6 inches'9 
ingle by§ 








ie 2 
ke 


agers Sad Rh, iat 














(1. BALANCER ACTION — for free- 


sliding sash without spirals, pulleys, 
weights or cords. 


2. WEATHER-STRIPPING BENEFITS 


— insure snug-fitting sash; no dust, 
\ draft or rattle. 





U.S. Pat. No. 2,187,412 


There's real economy in handling and installing Air-tite 
Window Stays. One operation takes command of any double- 
hung window for balancer action and weather-stripping 
benefits — saving over 50% in time and materials. These are 
real benefits to pass on to the house-buying public. 


Air-tite Window Stays, set in both upper and lower sash, 
apply evenly-distributed pressure toward the parting bead. 
he plunger of each Stay expands or contracts against 18 

of spring action, affording free-sliding, snug-fitting 
windows under all conditions. 


Ds 


Architects, builders, dealers 
and jobbers are invited to 
write for full installation 
Specifications and prices. 
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Poe a 
P. O. Box 2140 LITTLE ROCK ; 
TELEPHONES: Local 4-6592 @ L. D. 30 } 








THE -LIVING BEAUTY OF NATURAL WOOD 


Inlay Pictures — Wood Mosaic Masterpieces — Twenty- 
four to choose from — Handmade of rare, precious woods 
from all over the world — Applied on 5” plywood plaques 
— Many matching sets — Sizes from 10” x 14” to 16” x 
25” — Very reasonably priced — Supply limited. 














Write Today for ILLUSTRATED BROCHURE & PRICE LIST. 





PLYWOOD & VENEER COMPANY 


1732 Elston Avenue, Chicago 22, Illinois 
Phone ARmitage 6-7100—Teletype C. G. 305 
Branch Warehouse: Grand Rapids 4, Mich. 
Sales Offices: Detroit, Mich.—Milwaukee, 
Wis.—Indianapolis, Marion, West Lafayette, 
Ind.—Richmond, Va. 
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draulic lift-and-tilt control lever 
raises or lowers forks and tilts 
load forward or backward in any 
combination of simultaneous move- 
ments desired by operator. Maxi- 
mum work height with 5-foot mast 
is 84 inches; with 7-foot mast, 108 
inches. Mast has 5-degree tilt for- 
ward and 10-degree tilt backward 
from vertical. Forks have auto- 
matic stop at maximum lift height, 
and are adjustable from 9 to 26 
inches, outside widths. The new 
2,000-pound Tract-R-Lift is the 
second model produced by this com- 


pany. A 1,000-pound pneumatic- 
tired Tract-R-Lift has been in pro- 
duction for one year. For com- 
plete information write Tract-R- 
Lift Corp,, Dept. AL&BPM, 605 N. 
Aberdeen St, Chicago, II 


New Musical Knocker 


Auth Electric Company, Inc., has 
announced immediate delivery of 
its new model of non-electric autho- 
tone door chimes, requiring no bat- 
teries, transformers, or wiring. 
The compact set is mechanically 








Crai Mouritai 
Batt [OREN HS rage 


WC, Shee te 
Wincheste 
Ponderosa Pine, 


Member Western Pine Association 


Sin Lumber Co. 


in ie) ni cnn 
r, Idaho. 
Fir and Larch 





Winchester B 


Wincheste 





Industrial Cut Stock and Specialty Items 


ox Company 
r, Idaho 








Fd PILL: 


watt d he GULLE Lily 
PM ELMLLL 


We are now able to = the following stock 


which is 


thoroughly 


Small amounts 4 to 8/4 C A Mahogany, #1 


Com. 


& Btr. KD on hand 


2 cars 4/4 #2 Com. & Btr. Soft Elm 


2 cars 8/4 
1 car 8/4 
2 cars 4/4 
2 cars 8/4 


#2 Com. & Btr. Hickory 

s.w. & Btr. Appalachian White Oak 
#2 Com. & Btr. Beech 

#2 Com. Poplar 








N. B. Reynolds 
Sales Manager 


Montgomery 


200M' 
300M' 
100M' 


1x4" #2&Btr. Yellow Pine R/L 
1x6&8" 2&Btr. Yellow Pine R/L 
1xl0&12" #2&Btr. Yellow Pine R/L 
200M’ 2x4" #2&Btr. Yellow Pine R/L 
100M’ 4/4" #2 Sap Gum & Tupelo $2S 
200M' 4/4" +1&Btr. Sap Gum & Tupelo 





YOUNGERMAN-REYNOLDS LUMBER CO. 


Mills & Resaws: 


1, Alabama Samson, Ala. 
Wetumpka, Ala. 
100M' 4/4" #2B Poplar $2S 


100M' 
200M' 
50M' 
50M' 
100M' 


4/4" 
8/4" 
8/4" 
4/4" 
8/4" 


#2A Poplar 

#2B&2A Poplar 
#2&Btr. Magnolia 
#2&Btr. Magnolia $2S 
# |&Btr. Swamp Cypress 
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operated and consists of an authep. 
tic colonial knocker of solid Pol- j 
ished brass and an_ivory-colored | 
enamel chime box. A. pushbutton 
is available in place of the knocker, 
The chimes are easily installed. 4 





re 
drill and screwdriver are the oni 
tools used. Only 1 % in. mounting [7 
hole is required. The knocker may 7 
be mounted on any door—the push- / 


button on any door or door frame |) 4 
up to 9 inches. When the knocker [7 





tones that can be heard through-|~ 
out the house. The chime box can 
easily be altered to sound only one, 

note for back door installation. For ( 3 
complete details, write Auth Elec © 
tric Company, Inc., Dept. Ald)” 
BPM, 34-20 45th St., Long Island | 
City 1, N. Y. EB 















Portite for Improved 
Concrete, Cement, Mortar 








For improved concrete, cement 7 
plaster, or mortar, Hopper Prod- 7 
ucts, Inc., suggests the use of Por- a 
tite. This non-toxic liquid admix- 7 
ture added to any mix that’s prop ~ 
erly designed for the structural job |~ 
it has to do, will, according to the jy 
manufacturer: provide controlleif” 
air entrainment; improve work © 
ability at low slump; reduce bleed 7 
ing; prevent segregation; reduce 
shrinkage; increase bond to steel; 
increase compressive strength; I 
sist freeze-thaw effects; provide— 
waterproofness; reduce _finishine 
time; reduce water requiremelt: 
allow earlier removal of forms; prt 
vent honeycombing; increase yield 
For complete details write Hoppe) 
Products, Inc., Portite Divisio 
Dept. AL&BPM, 12 E. 41st St: 
New York 17, N. Y. 
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Mand M Factri-Fit 


Stock Doors rc) LING SYews 
Made only from durable, old | | MATERIAL HAND 

crowth Douglas Fir, M and M fac- 

fri-fit doors are said to be among —— 


the finest painting doors available. : 
Sound, straight-grained pieces are a 








bonded together with resin glue. 

Machining is accurate and smooth. — 7 ; 
Moisture condition of pieces to be | e X h i b { if 
bonded together is carefully and 

rigidly controlled to assure perfect 


glue bond and smooth joint which 3 
is not noticeable: when painted. | im of 
These multiple-stile doors grade- | 2a 


marked “BP” for paint, have been : 

tested and proved in actual use h yo 

since 1940. Write for catalog show- — m a Cc | n e S 
ing designs. M and M Wood Work- 


ing Company, “Dept: ALGEPM, | TO DO MORE WORK 
Milo Cabinet—Wall : AT LOWER COST 


Here is the new type of pre-fab- : 
ricated cabinet wall unit, the Milo : the Ti , / 
Cabinet-Wall, designed to cut build- = ~~ 
ing costs and improve storage in = UU. ty / 
home and office. It is being mass = 
produced by The Mengel Company oS Ww t . j 
in its Winston Salem (N.C.) plant. 


The new closets cost considerably : , 

less than comparable installations Handling 
of stud and plaster construction 

and may be used to form partitions | # Exposition 


The 1949 Exposition will be held in 
Philadelphia January 10 through 14 
and will constitute a broad view 
and preview of “industrial history 
in the making.” It will be the most 
convincing demonstration of all 
time that the Science of Materials 
Handling is eternally new—that it is 
a never-ending process of evolving 
new and better methods and equip- 
ment to the end that our National 
economy can shake off the shackles 
of old, inefficient and time-consum- 
ing practices which have become 
prohibitively costly both in human 
energy and in dollars. 


eed CLARK fork Teuicks 
in conventional c] S. i 

a be cnnaiiel a iidaatek oe : FORK TRUCKS 
= eee AND INDUSTRIAL \\ TOWING TRACTORS 


Flexible floor to ceil- 
& storage space is provided which 
in readily be adapted to the re- 
lirements of both children and ’ 
é ice The unit is shipped et (~ ' ane” Fe 
<nocked-down, prime painted and wy Nic A et 
Qe =, packaged. For com- INDUSTRIAL TRUCK DIv., CLARK EQUIPMER T COMPANY BATTLE CREEK 40, MICH, 
details write The Mengel Com- REPRESENTATIVES IN PRINCIPAL CITIES THROUGHOUT THE WORLD . 
any, Dept. AL&BPM, Louisville 1, AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATIONS 


THE NATIONAL GUARD DEFENDS AMERICA — JOIN NOW! 


Rry 
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Reg Holt Appointed 
Secretary-Manager NYLTA 

Reg Holt, who was at one time as- 
sistant to Paul Collier at Northeast- 
ern, has been appointed secretary- 
manager of the New York Lumber 
Trade Association. He is a graduate 
of Yale College of Forestry and has 
had considerable varied experience 
and training in the lumber industry 
and Association work. 


Flintkote Wins "Best of Building 
Materials Industry" Award 

The Direct Mail Advertising As- 
sociation at its 3lst Annual Conven- 
tion in Philadelphia, September 28, 
presented The Flintkote Company 
with a “Best of Industry” Award, 
judging its sales promotional ma- 
terials, dealers’ sales helps, product 
manuals, ete., to be the “Direct Mail 
Leader” campaign for 1948 of the 
Building Materials Industry. 

Prize-winning campaigns in the 
DMAA annual competitions are fea- 
tured at meetings held by advertis- 
ing, sales, and graphic arts clubs in 
the United States and Canada, and 
are also widely used as case examples 
for study groups in many leading 
colleges and universities. Eventually 
they become a permanent part of var- 
ious educational files and libraries 
for reference purposes. These annual 
contests are open to all users of Di- 
rect Advertising in the United States 
and Canada. 

In 1936, 1937, 1938, 1946 and 1947 
the judges also voted Flintkote’s 
Sales Promotion Campaigns “Direct 
Mail Leaders,” basing their findings 
primarily on the all-important ques- 
tion: “Did the Sales Promotion Pro- 
gram bring the Desired Results?” 
After 1938 Flintkote was ineligible 


to participate in these competitions 
as its Director of Public Relations, 
L. Rohe Walter, served as president 
of the DMAA from 1939 to October 
of 1942, and during the war years 
no Flintkote campaigns were entered 
in the competitions. 


Sloane-Blabon Wins Award for 
Koroseal Tile Flooring 


C. J. Christoverson, contract man- 
ager, Sloane-Blabon Corporation, re- 
cently accepted an “Oscar” for his 
company’s prize winning Koroseal 
floor tile entry from Hiram McCann, 
editor, Modern Plastics magazine, at 
the publication’s Competition Award 
luncheon in New York City. Sloane- 
Blabon’s entry of Koroseal floor tile 
won an award for meritorious appli- 
cation of plastics in the building ma- 
terials classification of the Seventh 
Modern Plastics. Competition. Over 
1,300 entries comprising more than 
7,000 products were judged. 


Lowe Brothers Completes Sales 
Training School 


The Lowe Brothers Company, paint 
and varnish manufacturers, recently 
completed an intensive three week 
sales training school for all Lowe 
Brothers salesmen, district executives 
and supervisors at its headquarters 
in Dayton, Ohio. Major subjects cov- 
ered were new developments and 
characteristics in trade sales prod- 
ucts, manufacturing procedures and 
controls, advertising promotion and 
merchandising activities, and new 
products being groomed for market- 
ing. Also outlined during the school 
session were planned sales activities 
on Lowe Brothers Style-Tested Paint 


Colors. L. L. Anderson, sales man- 
ager, directed the sales train ng 
school which was one of the most 
extensive ever conducted by ‘the 
Lowe Brothers Company. He was 
assisted by other members of the 
sales division and by factory, adver- 
tising, and other Dayton executives 
of the company. 


G. P. Merrill Is President of 
Architectural Hardware 
Consultants 


At the joint convention of The Na- 
tional Contract Hardware Association 
and The American Society of Archi- 
tectural Hardware Consultants, Pal- 
mer House, Chicago, G. P. Merrill, 
general sales manager of the Hard- 
ware Division of The Stanley Works, 
was elected president of The Amer- 
ican Society of Architectural Hard- 
ware Consultants, in which organiza- 
tion he has been extremely active. 

Mr. Merrill was a contract build- 
ers’ hardware man in California for 
17 years. Before going with The Stan- 
ley Works in 1936, he was manager 
of The Stanley Works Los Angeles 
office until January, 1945, at which 
time he was made Pacific Coast man- 
ager in charge of the three Pacific 
Coast offices. In April, 1946, he was 
made general sales manager of the 
Hardware Division of The Stanley 
Works. 


W. B. Turner Appointed 
Commissioner of Metal Lath 
Manufacturers Association 


W. B. “Bill” Turner has accepted 
an appointment as Commissioner of 
the Metal Lath Manufacturers As- 
sociation, Cleveland, Ohio. He as- 
sumed his new duties on October 15 
when he retired from his position as 
Manager of Sales of the Fireproof 
Materials Division of Inland Steel 
Products Company (Formerly Milcor 
Steel Company). H. B. Brown, who 
recently joined Inland Steel Products 
Company after many years of experi- 
ence in the manufacture and distribu- 
tion of fireproof building materials, 








service. 
ground, qualifications, age, etc. 


Write to: 





WANTED: Secretary - Manager 


for Retail Lumber Dealers Assn. 


Prefer a man 35 to 50 years of age with organizing 
ability, strong personality and a working knowledge of 
the retail lumber business. A good position for the right 
man. Present manager is retiring after 13 years of 
In replying give complete details of back- 


Detroit District Retail Lumber Dealers Assn. 
13544 Woodward Ave., Suite 200, Detroit 3, Mich. 








PRACTICAL PLANS 
FOR MODERN HOMES 


PRACTICAL PLANS FOR MODERN HOMES contains 51 
actual photos and floor plans of real houses that have 
been built and proven successful. 


Has dozens of helpful ideas on selecting the lot, choos- 
ing the proper home design and arranging finances. 


Blue prints and specifications of every design are avail- 
able from American Lumberman. 


Special prices on quantity lots of these booklets to deal- 
ers. Single copies only 50c. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St. 


Chicago 2, Ill. 
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light in his eye. 


“Look at that roof fer beauty!”, Homer began, “It’s the 
purtiest shingle I ever laid! Bird must make ’em in a artist’s 
studio!” 


; Well, Homer —hardly. The reason that Bird Masterbilt 
Shingles have that extra personality is because Bird & Son 
invented most of the techniques now used in the fabricated 
shingle field. That word “Masterbilt” is really the truth. 


You see, Homer—when you start fooling around with added 
layers of asphalt and more deeply embedded mineral gran- 
ules, know-how is a very important part of the roof beauty 
that results. Did you know, Homer, that Bird & Son actually 
own and operate oil wells and their own asphalt plant in or- 
der to protect and control the materials that go into Bird 
Masterbilt Shingles? 


e You keep pushin’ Bird, Homer—there’s extra profit in ’em 
because there’s extra wear and beauty in ’em that even the 
orneriest customer can see. 


Ki BIRD 


East Walpole, Mass. New York 


& SON inc 
jane] 


Shreveport, La. Chicagx 
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F DECORATIVE WALLBOARD 


56 BASIC COLORS 
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Makes SELLING EASIER 


a 

F 'STRig 

{ UTED 

\ Mate and eunomee 
"ATERI Ay tases : 


“WALLACE MANUFACTURING CO. 
. VOth & FAYETTE... NORTH KANSAS CITY, MO. 


A national survey shows that Wal- 
'e’s 6 basic colors are desired by 90% 
F consumer purchasers. Wal-lite 

mers greater selling power with 

smaller stocks, 
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SELL HOUSES? 
|SELL CHIMNEYS TOO | 


vane age ah vmney 


FOR ANY HOME 








Furnished complete, ready for installa- 
tion. SAFEST Chimney ever built, 
Underwriters’ Lab. approved for ex- 
treme firing—FHA acceptance. Ail fuels 
— Light weight, needs no foundation. 
Suspends from ceiling on floor joists. 
A lifetime chimney — tile lined — insu- 
lated. Costs third to half less than 
brick. Easily installed, summer or win- 
ter, by anyone in 3 to 4 hours. _Imme- 
diate delivery. 





® A Packaged Product 
® Protected Territory 
® Nationally Advertised 


WRITE FOR FREE BOOKLET 





VAN-PACKER CORPORATION 
134 South Clark St., Chicago 3 





Donley 


ACCESS 
DOORS | 


The popular line of 
Donley Access Doors now 
comes in just three sizes, 
as shown in the table be- 
low. Every job should in- 
clude one or more of these 
convenient devices for get- 
ting at pipes, valves, 
switches or connections 
between walls without 
tearing out plaster. Frame 
has holes for nailing and 
for plaster key. Flush, 
steel door is decorated 
uniformly with wall or 
ceiling. Held in place by 
lugs at one end and but- 
ton at other, turned when 
necessary by screw driver 
inserted in screw slot at 
outer end of pivot. Donley 
frame permits plaster 
grounds. Largest 16’’ x 20°’ 
size most often used in 
residential bath rooms. | 





Send for Donley Catalog 
= metal building special- 
ies. 


~ Just Three Sizes 


C—OVERALL SIZE 
F }<———— 4 D0 SPACE AND WALL OPENING 


fi B—CLEAR OPENING ——————__— 


ACCESS DOOR DIMENSIONS 
Where 2 Dimensions Are Given—1st is Width 
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13928 Miles Ave., Cleveland, O._+ UU 














101 





has succeeded Mr. Turner as Manager 
of Sales of the Fireproof Materials 
Division. 

“Bill” Turner can well be termed 
the “Dean of the Metal Lath Indus- 
try.” He has more years of service 
than any other active member of the 
Metal Lath Manufacturers Associa- 
tion, is president of that organization 
at present and has held that office on 
several previous occasions. 


E. S. Adkins & Co. Operating 
for More Than 50 Years 

The policy of “better service every 
day,” on which E. S. Adkins & Co., 
Salisbury, Md., was established in 
1893, has been a prime factor in mak- 
ing this one of the few retail building 
materials firms in the country operat- 
ing continuously for more than 50 
years. 

E. S. Adkins recently placed in op- 
eration two Moore cross - circulation 
kilns for seasoning unit package loads 
of lumber to desired uniform mois- 
ture content. These kilns are loaded 
direct with lift truck, each kiln hav- 
ing capacity of 16 unit packages, or 
approximately 24,000 board feet of 
lumber. 

In addition, the firm also operates 
a Moore cross -circulation kiln in- 
stalled in 1939, designed for drying 
regular kiln loads stacked on dry kiln 
trucks. Since all drying elements are 
under positive control, schedules may 


GENERAL 
view of the kiln 
with inset show- 
ing loads of 
lumber inside 
kiln. Left to 
right, E. Stan- 
ton Adkins II, 
in general 
charge of the 
kiln; Horace 
Hill, engineer, 
and Robert 
Wallace, kiln 
operator. 


be carried to suit the needs of the 
lumber in the kiln. 

E. S. Adkins & Co. operates what 
is probably the most complete lumber 
manufacturing and building supplies 
firm on Maryland’s eastern shore, 
with capacity of nearly 100,000 board 
feet of lumber per day, and covering 
more than nine acres. Branch yards 
are located at Berlin, Centreville, 
Chestertown, Easton and Hurlock, Md. 
The firm offers one of the most com- 
plete services to builders along the 
Maryland - Virginia - Delaware pen- 
insula. Operations include a planing 

















mill, box factory, millwork shop, as 
well as a complete blueprint service 
for every type of residence, farm and 
commercial structure. 

. Ever since its establishment by 
Elijah Stanton Adkins in 1893, E. S. 
Adkins & Co. has been a family en- 
terprise. Present officers of the con- 
pany are Fred P. Adkins, president; 
E. Dale Adkins, vice-president, man- 


ager of branches; Samuel F. M. Ad- 7 
kins, 2nd vice-president, general man- ; 2 
ager; Harry C. Adkins, secretary and | 
treasurer; and Alton E. Hughes, sales | 


manager. 





, A New 
’ IDING DOOR UNIT 


by 
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SAVES FLOOR SPACE 












NEW SILENT OPERATION 








ELIMINATES 











ith S OUTSTANDING FEATURES 


1. Solid brass, ball bearing, special DOOR HANGERS, operating on 
aluminum track, permit height adjustment without removing door. 


2. Exclusive STABILIZING FIXTURE, operating in bottom door rail, 
prevents rattles and assure easy, silent sliding. 


3. Slotted ESCUTCHEON PLATE at bottom closing edge of door 
interlocks with RUBBER DOOR GUIDE on closing jamb. Assures 
rigidly closed door and prevents door edges from striking stops. 


SEE YOUR LUMBER DEALER 


SWINGING DOORS 


Every 





QUESTION 
LUMBER 
QUALITY 


@There’s no question about quality—even in the 
eyes of a layman purchaser—when you sell Stutts 
Quality Lu 

Every piece of Stutts Pine is stencil-branded not 
only with the grade, but also with the Stutts name. 
iece of Stutts Hardwood is graded and 
die-branded. 

We stand behind our product all the way to the 
consumer, your customer. 


STUTTS LUMBER SELLS EASILY 














er. 


BECAUSE IT’S QUALITY-PROVEN 











STUTTS LUMBER CO., INC. 
Thomasville, Ala. 
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HUTTIG SASH & DOOR CO., ST. LOUIS, MO. 


Charlotte, N. C. © Dallas, Texas © Knoxville, Tenn. © Miami, Fla. e Columbus, 
Ohio ¢ Jacksonville, Fla. © Louisville, Ky. © Roanoke, Va. e Birmingham Sash 
& Door Co., Birmingham, Ala. * Memphis Sash & Door Co., Memphis, Tenn. 
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STUTTS SAWMILL CO., INC. 
McIntosh, Ala. 


General Sales Office at Thomasville 
@ Write or wire Stutts, Department 13, Thomasville ® 
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SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 


























SELLING THE PRODUCTS OF DISTRIBUTORS OF nee 
*THE McCLOUD RIVER LUMBER SHEVLIN PINE 
COMPANY VbeuUwW PONDEROSA PINE 
McCloud, Calif. po tad by Ala (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY ; Ice 
Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
‘Member of the Western Pine Associa. | MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
tion, Portland, Oregen. DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
v Dndeeta Pare Woodwork Lexington 2-9117 Telephone CEntral 6-9182 Exbrook 2-7041 








H. G. Dowson A. W. Lingaas 


Rogue Lumber Sales Co. 


Clyde M. Shumaker, Manager 
P. O. Box 707, Medford, Oregon 


Phone: Central Point, Oregon 1091 


LOW-PRICED 
BUSS No. 208 








ee 2 we : : CE Specializing in the Distribution of All 
ore West Coast Woods 
PLANER 





Capacity 20” x 8” Our subsidiary, the Southern Oregon Planing Mill 








Company, Inc., is now constructing complete dry 
sheds for the winter months ahead. Dry —. are 
now operating. 

cab ceakal Ges Geek alee In addition to our general wholesale lighten, we 
— all built by planer specialists. will now be able to furnish for prompt loading, mixed 
cars containing pine commons and clears, bundled fir 
uppers, kiln dried fir finish. These can be handled 
One look at the specifica- in conjunction with your selection of fir dimension 
tions of this machine will and boards all in one car. 

convince you that the BUSS i 
No. 208 ee to the low-priced small planer field a new high i oats 
standard of both construction and performance. It's a husky, pre- We Invite Inquiries. 
cision-built planer that will handle everything within its 20" x 8" 
capacity with speed and accuracy. It's ideal for the small shop, 
mill or lumber yard, complete in every detail, including fully en- 
closed motors, sectional infeed roll, sectional: chipbreaker, 4 driven Southern Oregon Planing Mill Company, Inc. 
rolls, built-in knife grinding-jointing attachment and many other and 


features. Available in various feed rates. Write for price and Jackson Creek Lumber Company, Inc. 
complete information, NOW! ‘ 


PLANER SPECIALISTS. Standard Yard Items 
238 EIGHTH ST. 


MACHINE WORKS HOLLAND, MICHIGAN Reputable Sales Representation Throughout the Nation 












Exclusive Sales Agents for 


























: - served the LUMBER INDUSTRY axelasively for 
more than 43 Years with FIRE AND ALLIED INSURANCE 
COVERAGES ...and FIRE PREVENTION SERVICES 


Inquiries Invited 


US re erson Underwriting Com ant 
‘Tr 4 PEer>7 


1000 R.A. LONG BLDG. KANSAS CITY 6, MO. 
509 TERMINAL SALES BLOG 1205 NATL. BANK OF COM BLDG 1309 CONCOURSE BLOG 
PORTLAND 5, ORE NORFOLK, VA TORONTO 1, CANADA 
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Twin Harbors Lumber Co. 
Arranges Two-Day Holiday 
for Employes 


Employes and executive personnel 
of the Twin Harbors Lumber Co., 
Aberdeen, Wash., last month enjoyed 
a two-day holiday arranged com- 
pletely at the expense of the Twin 
Harbors lumber organization. No 
recreational program was outlined. 
For meals and sleeping accommoda- 





tions the company took over the 
Ocean House, a beach resort hotel, 
at Gearhart, Ore., and everyone did 
exactly as he pleased. “We sincerely 
doubt,” said one reporter, “if in the 
history of the lumber business a 
party was ever staged where every- 
one enjoyed himself on a_ two-day 
holiday any more than at this event. 
It took weeks to limber up stiff 
muscles resulting from swimming, 
hiking, badminton, baseball, bicycling, 
horseback riding and other activi- 
ties.” 

Party guests of President Henry 
N. Anderson and his associates were 
employes from the company’s offices 








DISTRIBUTORS IN PRINCIPAL CITIES 





MI IES 


in Eureka, Grants Pass, Eugene, Sag- 
inaw, Raymond, Aberdeen and Port- 
land. Executive officers who attended 
were Henry N. Anderson and his eld- 


-est son, Dale Anderson, Mr. and Mrs, 


G. E. Anderson, Jr., Mr. and Mrs. §, 
D. Anderson, Mr. and Mrs. D. ©, 
Anderson, and Mr. and Mrs. T. K, 
Stallard. 


Cutting Operations Under 
Way in Philippine Islands 

A. M. Amend, president, Dahican 
Lumber Company, Manila, P. I., has 
booked passage for his return to the 
Dahican Philippine Mahogany oper- 
ation on the Island of Luzon, after 


having visited the executive and sales 


offices of the Dahican American Lum- 
ber Corporation in Baltimore and 
Santa Rosa, Calif. In reporting on 


the re-establishment of logging oper- © 
ations for genuine Dahican Philip- © 


pine Mahogany, Mr. Amend revealed 


that the cutting operation is under 7 
way, but due to the difficulty in get- © 
ting replacement parts for the rail- | 
road rolling stock, particularly the © 
locomotives, it has been decided to © 


abandon the idea of harvesting the 
lumber utilizing railroad facilities ex- 


clusively. In place of this, a combina- a 


tion truck-rail system will be used. 

“Formerly, all logs were hauled to 
a central mill site, which meant haul- 
ing approximately 50% waste also. 
Under the new method, a mill will 
be set up in the forest, and only 
lumber and flitches will be hauled to 
the dock. Obviously the first square 
mile would be logged to the mill 
without 


from four to six additional square 


miles with a maximum truck haul | 


of about one-half mile. By setting up 
an additional logging show a mile 
beyond the mill, it will be possible 
to log-off 11 to 16 square miles with 
an easy truck haul, so it would be 
several years before it becomes net- 
essary to move the mill and camp 


site. The actual method of logging | 


will be a combination of steam don- 
key operated, high-lead, skyline and 
tractor. The entire Dahican logging 
operation is being carried on in at- 
cordance with good forestry practice 
in cooperation with and under supel- 


vision of the Philippine Bureau of | 


Forestry.” 


In a release to the press, it was 9 


made known that “Dahican Brand’ 
Philippine Mahogany would _ sool 
reach United States lumber stocks 48 


a result of the formation of th § 
Dahican Lumber Company organized 7 


to handle the logging operation, and 
the Dahican American Lumber Col 
poration, set up to handle the impo 
tation, distribution and sales. The 
Dahican Lumber Company took ove 
the Dahican concession from the fo 
mer operators, the Atlantic, Gulf an 
Pacific Company, of Manila wh 


have a financial interest in the nev 


organization. 
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any transportation. Then 
roads will be built to the edge of the 7 
logged-off area in any and all direc- | 
tions, making it possible to log-off | 
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71 Devoted MODERN WOOD PRESERVATIVE 
Dahican Exclusively 
ay = f to the Manufacture @ IT not only prevents termites and decay, 


ly oper- § of Oak Flooring 
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nd sales "| Properly Seasoned 
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neu, . Accurately Milled 


1 Philip- 


but also allows the surface to be painted, 
stained or varnished. PAR-TOX does not 


leach out. From its first application fifteen 


Mt 


in modern Moore Cross-Circulation 


Kilns years ago, there is no evidence of any loss 
| ° 


of toxic value. 












revealed in a modern plant by men with e@ WHEREVER wood is used, PAR-TOX treat- 

is under years of experience. : ; 

a oF ment is an economical measure for conserva- 
in ge 

Pe get | a ) Expertly Graded tion — it greatly lengthens the life of any 

arly the in accordance with NOFMA wood product. 

cided to | grading rules. 

5 j y h . 

an = Consult us on your next Specify “‘PAR-TOX 
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Appointments and 
Promotions 





D. A. Hutchison has been named 
general sales manager of Sterling 
Tool Products Company, Chicago, 
manufacturers of portable sanding 
machines, it was announced by S. A. 
Crosby, president. Mr. Hutchison, for- 
merly assistant sales manager, suc- 
ceeds J. A. Proven who resigned re- 
cently. It was also announced that 
H. P. Gangwer, comptroller, has been 
named vice-president of the company. 


Appointment of John D. McCrystle 
as assistant to the president, has been 
announced by W. H. Upson, Jr., presi- 
dent of The Upson Company, Lock- 
port, N. Y. Mr. McCrystle is a gradu- 
ate of the University of Maine with 
the professional degree of chemical 
engineer. For about twenty years, 
he was associated with The Brown 
Company in Latuque, Quebec, Can- 
ada, and Berlin, N. H., in progressive 
executive positions to the post of 
manager of operations. For the past 
five years, Mr. McCrystle has been 
serving the paper, textile and plastics 
industries as management consultant 





JOHN D. McCRYSTLE 


with offices in New York City. He 
is widely known as an authority on 
fibres and fibre processes. At differ- 
ent times he has been associated in 
an executive capacity with Johnson 
& Johnson and the Barrett Division 
of Allied Chemical & Dye Company. 
He will assist in various phases of 
the company’s operations, it was an- 
nounced. 





William A. Tinney, of Sedro- Wool. 
ley, Portland, Ore., outstanding young 
forester who helped organize the 
famed Washington Forest Products 
Co-op Association of Snohomish 
County, has just been named forester © 
on the staff of the Joint Committe. @ 
on Forest Conservation. He will head. 
quarter in Seattle and will handle the 
Joint Committee’s tree farm and gen- 
eral forestry program in the State of 
Washington. He will work under the 
immediate direction of W. D. Hagen. 7 
stein, forest engineer at Portland as. yi 
sociation headquarters. a 


R. S. King, president of The Philip 
Carey Mfg. Company, Cincinnati, 
Ohio, announced the appointment of 
John W. Humphrey as executive vice- 
president. He succeeds C. A. Lambie, 
Sr., who recently retired from this 
post. Mr. Humphrey joins the Carey 
organization with an _ outstanding 
business record. He has made note- 
worthy contributions in the field of 
management to such nationally known 
organizations as General Motors, Na- 
tional Cash Register and International 
Telephone and Telegraph Corporation. 
Mr. Humphrey is a director of the 
Buckeye Tool Corporation, Dayton, 
Ohio, Chesley Industries of Detroit, 
Michigan, and Cincinnati Metalcrafts. 
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the New 


CAPITOL “TAPER SEAL” 


Trade Mark 


GARAGE DOORS 


It isn’t often that you'll see the finest quality product 
offered to you at the price of ordinary merchandise. Think 
what this means to you and your customers. You can 
provide them with the best . . . a product that will equal 
or excel any on the market . . . AT NO GREATER COST 
TO YOU! Look at these selling points: 

Long Service Rapid Installation Modern Beauty 
Finest Materials Perfect Protection Balanced Action 

Ball bearing rollers . . . silip-joint tracks . . . 
weather-seal rabbet on all sections . . . “Feather-Touch” 
operation . . . short radius for minimum clearance .. . 
excellent workmanship ... in fact . . . a door that you 
will be proud of and which will please your customers. 

Sell the door that sells itself . . . give your cus- 
tomers a chance to see the “Taper Seal” door by CAPITOL 
and you will see immediately their pleased reaction. 


Send for detailed information, literature, prices 
and discounts — and our dealer helps and news- 
paper advertising service plan that will mean 
more dollars in profit to you. 


CAPITOL PRODUCTS 


Third at Adams Sts. Springfield, Ill. 
Telephone 7838 


















por-V.isE is a| 
PROFIT MAKER |. 
for DEALERS : 







A labor saver for carpenters . . . light weight 
cast aluminum . .. sturdy construction . . . quick 
easy operation. 


Stow Metal Dor-V-isE— growing in consumer 
demand — is now being used by carpenters 
and builders throughout the country. Not one 
dissatisfied customer. Fast selling — non-com- 
petitive — good profits. 


















lf you are not al- 
ready a Dor-V-isE 
dealer, wire or write 
for full information. 


Manufactured by 
STOW METAL PRODUCTS CO. 


758 E. KENT RD., STOW, OHIO 


Exclusive Sales Agents 


ROUSE COMPANY 
123 N. Water St., Kent, Ohio 
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ORNAMENTAL WROUCHT IRON 


Interior and Exterior Iron Rail- 
ing, Window Guards, Ladders, 
Area Gratings, Cellar Doors, 
Overhead Arches, Porch Col- 
umns, Pipe Railing. 


Also manufacture swing- 
ing, Sliding and Folding 
Gates for every purpose. 
Office and Factory: 


2110 Florence Ave., Zone 6 


CINCINNATI IRON FENCE Ce INC 


CINCINNATI OHIO. cx 
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Ve tn. Unselected Birch 
_— WILL NOT WARP 


Widths 12” to 32” in 4 inch Steps 
Lengths 12” to 72” in 4 inch Steps 


WISCONSIN LAMINATING COMPANY 


CHILTON, WISCONSIN 

















LINDSEY 
Self-Loading 
Skidders 


are used with either team 
or tractor. On short hauls, 
snaking, and bunching 
logs, they are unexcelled. 


Lindsey Wagon Co. 


Sole Manufacturers 
Laurel, Miss. 











-CRE-0-TOX 











Low Cost 


_ Toxic-Water Repellent Preservatives 
Chlorinated Phenol Toxic Base. Positive protection against Rot, 


- ” 
Fungi, Termites, Excess Moisture, etc. Formulations to meet all 


official specifica tions. A profitable retail item for Lumber Yards. 





Write for technical data, tests, samples, etc. 


CHEMICAL CO. 
| Ree La 


MEMPHIS N 
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Every shipment of W. T. Smith lumber is a 
special one. Your order not only will be filled 
promptly but you also will receive lumber of 
superior quality . . . lumber from selected logs, 


accurately cut, properly dried and _ carefully 
graded. Write, wire or call for quality lumber 


that always is “something special.” 
Selective Logging Assures Permanent Supply 


NOW IN OUR 64th YEAR SELECTIVE LOGGING ASSURI 


OF LUMBER MANUFACTURING PERMANENT SOURCE OF SUPPLY 


W.T.SMITH LUMBER C 


YELLOW PINE AND HARDWOODS CHAPMAN, ALABAMA 


Woven of saran 


Yes, watch LUMITE and get on the bandwagon! Get set to cash 
in on the biggest advertising campaign ever put behind a 
screen cloth—even bigger—even harder-hitting—than LUMITE’s 
record-breaking 1948 advertising campaign. Ask your whole- 
saler about all the new sales helps LUMITE has developed for 
you—topped by the amazing new LUMITE Screen-O-Mat—the 
most important merchandising help in screen cloth history! 
And get your order in now for your stock of LUMITE .. . get 
set to take care of customers who'll be asking for it. 


LUMITE DIVISION + CHICOPEE MFG. CORP. 
47 WORTH STREET, NEW YORK 13, N. Y. 














Valley Lumber Yards, operating in 
New Westminster, Vancouver, B. C., 
and a number of other points through- 
out the Fraser Valley area, has now 
organized a Home Appliance Division 
and Fred Moss has been appointed 
manager. 


Garner Bros. Ltd. has opened its 
new building supplies store on Gov- 
ernment Street, Duncan, B. C. The 
establishment will handle builders’ 
hardware, tools, floor products, sashes 
and doors, wallpaper, paints, electrical 
supplies, Gypsum products and sports 
goods. The new store is 100 by 44 
feet in area and is adjoined by a large 
warehouse. Joseph Gergel has been 
appointed manager of the business. 


George R. Kendrick connected for 
the past 25 years with the pioneer 
West Coast lumber firm of Pope & 
Talbot, Inc., has resigned to organize 
his own business. Operating under 
the name of George R. Kendrick, 
wholesale lumber distributor, offices 
have been opened at 112 Market 
Street in San Francisco, to deal in 
lumber and related products, special- 


izing in Douglas Fir, Ponderosa Pine, 
Sugar Pine and Redwood. The Ken- 
drick firm will also handle Northern 
California sales for the Atlantic Lum- 
ber Company of Portland, Ore., man- 
ufacturers and sales agents. 


“Gus” Clapp, Jr. started with 
Weyerhaeuser back in 1927. When the 
company decided to establish the 
Allied Building Credits Corporation 
(later purchased by Transamerica 





A. W. CLAPP, JR. 


Corporation), Mr. Clapp was asked to 
lend his efforts in the direction of co- 
ordinating the financing of homes, 
home improvements and small build- 
ings with lumber sales and distribu- 
tion. In February, 1938, he agreed to 
serve that organization as vice-presi- 
dent in charge of business develop- 
ment. August, 1948, found installment 
selling in the building field well estab- 





lished. Liking boards better than dis. 
count figures, Mr. Clapp decided to 
get back to lumber. He now makes 
his “home” again with the Merchan. 
dising Division of the Weyerhaeuser 
Sales Company, Saint Paul, Minn. 


Charles F. Martin, Jr., has joined 
the sales and engineering staff as 
manager of the Chicago office of the 
Timber Engineering Company. After 
studying architecture at Northwest. 
ern University and structural design 
and business administration at other 
institutions, Mr. Martin worked for 
the C. M. St. P. & P. railroad, the | 
Pennsylvania Railway System and 7 
the Leonard Construction Company, 


N. V. Poletika, wood technologist % 
of wide experience, has joined the lab- 


oratory staff of the Timber Engineer. 7 


ing Company, it was announced by 7 
Carl A. Rishell, Director of Research, 7 
Mr. Poletika has the signal honor of § 


having received the 1948 award from 


“Wood Magazine” for his research at | 
Yale entitled “A New Method of 
Studying the 


was in charge of research in ad- 
hesives, plywood, and sandwich ma- | 
terials. He also had field experience 
with the U. S. Bureau of Entomology } 








Largest 
Rooting 


sheet Metal supplies 
& 


Potts-Farrington warehouses are chock-a-block 
with a great variety of HARD-TO-GET materials 
for the Roofer, Sheet Metal Worker, Lumber 
Dealer, and Building Supply Dealer. 





Stock 


in the East 


LHL. 


Lumber Corp., Carlton, Ore. 
Douglas Fir 


A Sustained Yield Operation 


E. J. Linke, Pres. 
Graham Griswold, Secy. & Treas. 





Manufacturers 


Guy Haynes, V. P. 





NAILS ROOF DRAINAGE 
ALUMINUM STAINLESS ALUMINUM STAINLESS 
COPPER ZINCLAD COPPER ERAYDO ZINC 
GALVANIZED GALVANIZED 

EQUIPMENT SHEETS 
LOCKFORMERS — BRAKES ALUMINUM LONG TERNE 
SHEARS  AEROIL KETTLES ERAYDO ZINC = COPPER 
BAR FOLDERS _ SLIP ROLLS COLD ROLLED HOT ROLLED Douglas Fir. 
SKILSAWS ELECTRIC DRILLS TONCAN 


Hemlock 








ILG Industrial Blowers 











POTTS-FARRINGTON CO. 


FORMERLY W. F. POTTS, SONS & CO., INC. 


4250 WISSAHICKON AVE., PHILADELPHIA 29 
PHONE: BAldwin 3-1000 








Opniswol 


Pine, Cedar 


Your orders and inquiries solicited. 


THE GRISWOLO 
FAILING BLOG 
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Wholesale 





LUMBER CO. 
PORTLAND. ORE. 
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Elastic Behavior of % 
Wood.” Prior to joining Timber En. 7 
gineering Company, he worked for 
Curtiss-Wright Corporation, where he 7% 
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Gives Siding Jobs Improved 





Protection and Appearance 


On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zinc . . . will not stain. 
Lengths suitable for any Asbestos 





Siding Shingle. For complete de- 
tails write 








BUGHER MANUFACTURING CO. 


211 South Main Street, Kokomo, Ind. 











Independence Lumber 

& Manufacturing Co.. 
Independence, Oregon 

Telephone 44 Teletype 370 


Manufacturers 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers, Lath 


Your inquiries will have our prompt attention. 








FOR PLASTER . 
STUCCO - CEMENT 


Color-It is unexcelled for artistic interior de- 
coration and wall treatment. Beautifies walls 
immediately. Non-fading. Not effected by 

heat, sun, rain, lime or alkalies. 


pea pr Conveniently packed in 5 Ib. cartons. 
cocors ° HASTENS OCCUPANCY 


* SAVES COST OF 
PAINT JOB 
Write for Folder L-15 


ALABASTINE =) 
MADE BY PAINT PRODUCTS GRAND, 





We Manufacture and Wholesale 


SOUTHERN PINE 
and HARDWOOD LUMBER 





OUR SPECIALTY: 


2 x 48' +2&Btr. SLYP 
S4S Std. EE DET A/D 








CORINTH PLANING MILL CO. 
2. Box 50! CORINTH, MISS. Telephone 968 


PLANTS AT: Corinth, Miss., Winfield, Ala. 
Custom Resawing and Surfacing in Transit 
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7 Tn pay 
LOM 


of WEST COAST 


LUMBER 


AND ALLIED PRODUCTS. 
Write or Ware: 


HILL-BEHAN 


LUMBER Co. 


WESTERN DIVISION 
PHONE 6972 TWX EG25 
610 WILLAMETTE ST. EUGENE, ORE. 


















TWENTY-FIVE THIRTY-SECONDS 


DELIAIR> 
QUALITY UMBER 


DL L. FAIR LUMBER COMPANY 
- LOUISVILLE, MISSISSIPPI — 










SALE OF 


SURPLUS LUMBER 
NAVAJO TRIBAL SAWMILL 


Sealed bids, in duplicate, on forms pro- 
vided therefor, marked outside, “Bid, 
Surplus Lumber, Navajo Tribal Saw- 
mill’, and addressed to the General 
Superintendent, Navajo Indian Agency, 
Window Rock, Arizona, will be received 
until 2:00 o’clock, P. M., Mountain 
Standard Time December list, 1948 for 
the purchase of surplus Ponderosa pine 
lumber produced by the Navajo Tribal 
Sawmill, located about 14 miles north- 
west of Fort Defiance, Arizona. The 
contract to be entered into with the 
successful bidder will be for a period 
of one year from date of approval of 
contract. Surplus lumber, as defined in 
the contract, will constitute not less 
than 75 percent of the total volume 
produced by the Navajo Tribal Sawmill 
during each calendar month or fraction 
thereof that the agreement is in effect. 
There is no guarantee as to the volume 
of lumber to be sold, nor of the grade 
percentage thereof. The contract will 
stipulate that prices to be paid for each 
grade and dimension of lumber will be 
adjusted semi-monthly according to the 
fluctuations of corresponding grade and 
dimension prices of the Western Pine 
Association’s Weekly Summaries of 
Past Sales, or supplement thereto. The 
high, bid will be determined by apply- 
ing the “weighting factors”, appearing 
in the form for submission of bids, to 
the prices bid for corresponding items, 
the high bid being the one which yields 
the highest weighted average price by 
this procedure. No proposal will be 
considered unless it includes a bid on 
each and every item listed, at or above 
the stated minimum prices appearing 
in the form for submission of bids. 
There shall be added to the minimum 
prices submitted by any individual, 
partnership, or corporation, the sum of 
fourteen cents per thousand feet, board 
measure, in case the individual, part- 
nership or corporation submitting the 
bid is not a member of the Western 
Pine Association. However, this addi- 
tional sum per thousand feet shall not 
be used in determining who is the suc- 
cessful high bidder. Prices bid are to 
be for rough, air dried Ponderosa pine 
lumber f.o.b. the purchaser’s trucks or 
other vehicles at the Navajo Tribal 
Sawmill. Each bid must be accom- 
panied by a certified check in the 
amount of Twenty five thousand dollars 
($25,000.00) on a solvent Bank, payable 
to the General Superintendent, Navajo 
Indian Agency. The deposit will be re- 
turned to the unsuccessful bidder. The 
deposit of the successful bidder will be 
applied as part of the purchase price 
of lumber actually delivered, or re- 
tained as liquidated damages if the 
bidder shall not execute the agreement 
and furnish a satisfactory bond for 
fifty thousand dollars ($50,000.00) with- 
in thirty (30) days from acceptance of 
his bid. The right to reject any and all 
bids and to waive technical defects is 
‘reserved. For copies of the agreement, 
forms for submission of bids, and other 
information, apply to the General Su- 
perintendent, Navajo Indian Agency, 
Window Rock, Arizona. 

29 September 1948. 

Commissioner of Indian Affairs. 
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and Plant Quarantine and the Con- 
necticut Agricultural Experiment Sta- 
tion. More recently, he was on the 
staff of the Yale School of Forestry. 


Thomas R. Harris, a well-known 
personality in the industrial field, was 
appointed general manager of Gregg 
& Son, Inc., Nashua, N. H., now in 
its 77th year of manufacturing doors, 
windows, frames and millwork spe- 
cialties. Closely identified with fac- 
tory management work for the past 
20 years, Tom Harris is highly quali- 
fied to fill his new position. 


OBITUARIES 


Paul E. Bingham, division manager 
of the Aberdeen, S. D. Division of 
Thompson Yards, Inc., passed away 
October 20, at the age of 58 years. 
He had been in the employ of the 
company since August 6, 1931. Dur- 
ing that period he was yard manager, 
superintendent, assistant division 
manager and division manager. 


M. J. Birkmire, manager of the ex- 
port department, Lake Logging Co., 
Vancouver, B. C., died recently after 
a short illness. Born in Cincinnati, 
he came to Victoria in 1912. He en- 
tered the lumber business in Van- 
couver five years later as log buyer 
for Canada Shingle Co. He was as- 
sociated with Col. Nelson Spener until 
1935, when he took a major part in 
development of Crofton Export Co. 
Ltd. 


With the death of Jacques Willis 
there passes on one of the greatest of 
the plywood salesmen, a colorful fig- 
ure who did much to establish the 
panel material as a basic building 
commodity. Among Willis’ accom- 
plishments, now well-known through- 
out the plywood industry, was the in- 
troduction of the “Dri-Bilt with ply- 
wood” system of home construction. 
Another of his major activities was 
the development of prefabricated 
housing systems. 

Willis came into the plywood field 
from the lumber industry which he 
entered at the age of 14 as a sawmill 
worker at St. Charles, Louisiana, in 
1901. He was a logger, road builder, 
and later, a partner in the Gram- 
Willis Frame & Manufacturing Co. 
at Kenton Station, Portland, Ore. 
While with Gram-Willis, he aided ma- 
terially in developing the use of ply- 
wood for auto floor boards. 

In 1934 he went into partnership 
with Raleigh Chinn to form a sales 
organization in Chicago known as the 
C-W Plywood Co., representing the 
Buffelen Manufacturing Co., of Ta- 
coma, and the Washington Veneer Co. 
of Olympia, Wash. 

The J-W Plywood Co., Inc., which 
Willis headed at the time of his death, 
was an outgrowth of C-W Plywood. 








ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman 6& Building Products 
Merchandiser is published every other Satur. 
day. It publishes the largest strictly classified 
advertising section in its field. 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
oint style. No cuts or special borders allowed, 
For advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed. 


Rates — Cash With Order 
Minimum Charge $2.00 


For one or two insertions 10c per word pon Se 
sertion, with minimum charge ef 50c per line. 
Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45c per line. 
Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c per line. 
There are approximately 5 words to a line and 
when less are specified or used, regular line 
rate is charged. 


When answering box numbers or mailing copy 
‘or ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 








Wanted: Lumber grader for Distributing Yard 
on Hardwoods pad White Pine. Steady work, 
union scale. Address E-42, American Lumber- 
aan. 





Northern Michigan saw mill wants Hardwood 
lumber inspector. State experience and age. 
Address Box C-65, American Lumberman, Inc. 





SAW MAKER—Experienced, on large Circu- 
lars or Bands—maximum eres work. 
R. HOE & CO., Inc., 910 E. 138th St.. New 
York 54, N. . 





——et 


Wanted—Lumber and millwork office man. 
Capable taking material from plan and small 
home drawing. Near Chicago location. State 
particulars fully. Experience, age, salary 
wanted, etc. Address F-59, American Lum- 
berman, Inc. 


WANTED WHOLESALE LUMBER SALESMAN 
Long established Pacific Coast lumber con- 
cern wants experienced salesman to represent 
them on a commission basis selling Douglas 
Fir, Ponderosa Pine and Redwood. State ex- 
perience, age, references and territory able 
to cover. Replies confidential. Earl Hoffman 
Co., 6207 So. La Brea Ave., Los Angeles 43, 
California. 








Young man with some experience to — 
very capable but aged Foreman of cutting © 
department in a radio cabinet manufacturing 
plant, suburban Philadelphia. This depart: 
ment has charge of all incoming herd 
lumber and oe. aie dry kilns. Good & 

ortunity. rite fully giving age, expe! " 
Cewnae and salary expected. Address F-62, 
American Lumberman, Inc. 
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